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While the city sleeps... 


lf LIGHTING e... industry hums, with the production of vital defense 
FOR INDUSTRY ; 
materiél, the manufacture of more and better products to meet 


America’s expanding needs. Lighting plays an indispensable 

part in maintaining production at continuously high levels . 

and Leader plays an importat role in providing proper lighting 
NEW’ Diffuser Unit—Designed to modify the 


ay gn gy for industrial production. The Leader line includes fixtures 
ponent. All-steel construction. For 2 of 3 . : : z 
cae ae Nit OL se poetmammmn for all general and many specialized industrial requirements . . 


Porcelain reflector if desired. 


Sold and installed by the better 


and all units afford top performance, ease and flexibility of 
¥ installation, economy in first cost and maintenance. 


Other Leader industrial — are available in 

open and closed end styles, for 2 or 3 40-watt, electrical wholesalers and contractors 
2 85-wact, for 2, 3 or 4 slimline lamps. 

Rugged construction, many convenient fea- 

tures, choice of mounting. Write for complete 


LEADER ELECTRIC COMPANY — 3500 North Kedzie Avenue, Chicago 18, Illinois 
leader Electric—Western: 800 One Hundredth Avenue, Oakland 3, California 
Campbell-Leader, Ltd.—Brantford, Ontario, Canada 
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FUSE ECONOMY. . 


4 | 


133 


FIRST—with “ECONOMY DELAY” Renewable Fuses you save 

money every time you have a current “blow”. Simply remove the blown 
link and replace it at the cost of only a few cents with a new, 
“ECONOMY DE-LAY” Renewal Link in the same cartridge. 


SECOND-—you save because of the short time required to make 
this replacement—and time is money. 


THIRD—you save by reducing “down time” on machines—because an 
inexpensive carton of Economy Fuse Renewal Links kept on hand 
24 hours a day, answers fuse renewal requirements immediately. 


Your Electrical Wholesaler has “ECONOMY DELAY” Renewable 
Fuses and Renewal Links in stock. 





Ask for the Economy Catalog and Price List. 


© Reg. U. S. Pat. Office 


* 
ECONOMY FUSE AND MEG. CO., 2717 creenview ave, chicago 14, 1Lunois servsscerseystes 


a : ELECTRICAL WHOLESALERS—You also save three ways; save customers, save sales 
0 EWR save profits, that would otherwise be lost, when you corry adequate stocks of 
“ECONOMY DE-LAY* Renewable Fuses and Renewal Links in all stondord sires. 
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ier than eve! ach kit 
contains parts necessary 

load con- 


to replace all 
tacts and finger springs 
An illustrated service 
bulletin 1s enclosed to 
provide quick pat 
tification and 





squaes F comme 
= = installation instructions. 


Write tor Bulletin 8536. 
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ELECTRICAL INTERLOCKS 
ailable in kit form. 
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of extra inter 
tacts can be added to any 
standard starter. Sizes 
2 and 3 starters i 

have new front-ol-panel 
g interlocks tor 


a it Mal 


mountin 
sig 
(See cuta 





tion. 
way at left) 


kee 12, Wisconsin. 
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COMING NEXT MONTH . 


@ The complete story of the biggest industry event 
of the year—the annual convention of the National 
Association of Electrical Distributors. This roundup 
of Atlantic City activities will include 

@ More than 100 pictures of personalities and 
events. 

e Digests of the important speeches 

@ On-the-spot interviews with wholesalers and 
manufacturers, providing answers to important ques- 
tions of the day. 
e A sales story that dramatically illustrates the ways 
for an electrical wholesaler's salesman to dig up 
and qualify new prospects. 
e A picture-and-text article that shows how one 
southern distributor is advancing and participating 
in the rapid industrialization of his area 
e A sweeping glance at electrical leagues across 
the country and the part that the electrical whole 
saler plays in each of these organizations. 
@ Excerpts from “A Merchandising Primer,” a book 
to be published shortly by McGraw-Hill 





eel clad 
wiring. systems 





Protection against shock. Steel raceways 
are completely grounded systems. 


Protection from external mechanical 
damage to prevent time-consuming 
breakdowns. 


Protection against moisture. 


Protection against corona* cutting and 
breakdowns on high voltage work. 


Protection against fire hazards. A : ; 
Protection against tampering. ‘3 ‘and raceway ore installed 


‘ 33 eth ‘ 
One piece from outlet to outlet. 


Sees teh .--Mo wate... 


Steel for permanence... 
grounded for safety 
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Other National Electric Steel Clad Wiring Systems 


) aS — 


SHERARDUCT 





Conduit eer commas 
Systems 


FLEXSTEEL 





NEPCODUCT 





4x4 WIREWA 


2 | 


XTENSIONDUCT 








Surface 
Raceway EL, 5 
Systems 


**PLUG-IN‘* STRIP 





Busway 
Systems 


‘“*LO-LOSS*' FEEDER BUS 





Listed by Underwriters’ Laboratories, inc. Sold through leading electrical wholesalers 
For complete information, write to National Electric Products Corporation, Chamber of 
Commerce Bidg., Pittsburgh 19, Pa 





National Electric Products 


PITTSBURGH, PA. 
PLANTS IN , Pace cau, 
SLIZABETH, WB. 3. 
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1-WS 
Electro-Bronze for 
to copper 
Also 


Cadmium 


»pper 


available 
Plated 
eral Purpose Use 


for Gen 


12 Outstanding Advantages 
Competitive Prices 


Cast strength electro-bronze or aluminum alloy in our own 


modern foundry 


of high 


Two clamps accommodate all main line wire sizes from 8A Copper 
weld to 1/0 Aluminum Over Armor Rods and all tap wire sizes from 
8A Copperweld to 2/0 Copper or 1/0 ACSR 


Ampere rating exceeds rating of maximum wire size 


Clamps will withstand tightening torques far in excess of normal 


operating requirements 


Sufficient clearance provided on all sizes to make applicotion on mox- 


imum wire sizes easy and efficient 


Main line saddle attached securely to tightening pin eliminates break 


ing or loosening 


Free running threads efficiently convert tightening torque to pressure 
on conductor 


Weaver exclusive lubricated bronze insert on aluminum tlamps pre 


vents seizure between pin and body 
Aluminum alloy clamps are heat treated for maximum strength 
Round or V-Shaped wire bearing surface available 


Main pins furnished with National Course or National Fine threads at 
no difference in cost 


All types and sizes will fit standard hot sticks 


J. A. WEAVER 


LOHLIO 


PI / 


wses-c 
Cadmium Plated for Gen 
eral Purpose Use 
Also available in 
Electro-Bronze for Copper 
to Copper or Heat Treated 
Aluminum for Aluminum 
to Aluminum or Alum 


inum to Copper 


WEAVER PRODUCTS ARE PRODUCED COMPLETELY IN OUR OWN 
MODERN INTEGRATED FOUNDRY AND FACTORY FACILITIES. 
VISIT US WHEN YOU ARE IN ST. LOUIS. 








TELEPHONE CEntral 0881 
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THE OLD WAY: 


strong contrast 
deep shadows 


IGHT 


Here’s a new idea in factory lighting to lift 
the eyestraining gloom off the ceiling: 

ALL WHITE INSIDE—to reflect maxi- 
mum light down and outward onto the 
working area. 

ALL WHITE OUTSIDE—to reflect room 
light upward, brighten the ceiling and 
soften brightness contrast. 


4 
: 
+ 


TH WYTE-LINER WAY: | 


low contrast 
soft shadows 


AND BETTER LIGHT 


Easier to clean—reduces maintenance. Air- 
flow Channel circulates air currents for 


longer ballast life. 


GUTH Wyte-Liners are made in 2 and 3 
lamp sizes for conventional 40-watt lamps 
and for 4 and 8-ft. Slimline. May we send 
you our 16-page Catalog 48-G with com- 
plete details? 


t a , 


THE EDWIN F. GUTH COMPANY / ST.LOUIS 3, MISSOURI 


Leaders in Lighting frace igo2 
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STEPDOWN 
TRANSFORMERS 


DO YOU KNOW 
WHERE TO BUY 


Designed to permit operation 
of standard 110/120 volt 
50/60 cycle electrical equip 


? 


ment from a 200 240 volt 
circuit. Sizes from 85 watts 
to 2000 watts 


AN ACME ELECTRIC STOCK PRODUCT 





VOLTAGE REGULATING 
TRANSFORMERS 


For manual regulation of 
a high or low voltage 
condition to the normal 
voltage required by the 
electrically operated 
equipment. 150 watts to 
10 KVA 


BELL RINGING, CHIME AND 
SIGNALING TRANSFORMERS 


Heavy duty, bell ringing transformers. 5 
watts, 10 volts secondary, supplied with 
mounting feet or universal mounting, outlet 
box plate. 115 or 230 volt primary. Chime 
transformers of heavy-duty construction 
rated 7% VA, 16 volts secondary, 115 or 
230 volts primary. Standard mounting feet 
Or universal mounting, outlet box plate 
Signaling transformers for bells, gongs, 
sirens, annunciators or relays where a sec 
ondary output of 4, 8, 12, 16, 20 or 24 
volts are required. Sizes from 50 VA to 
750 VA 


AN ACME ELECTRIC STOCK PRODUCT 





SIGN LIGHTING 
TRANSFORMERS 


For signs or other applications 
requiring a secondary of 12 24 
Primary 120 240 volts 
60 cycles. Avail 
VY, KVA 


volts 
single phase 
able 
to 5 KVA 


in ratings from 


AN ACME ELECTRIC STOCK PRODUCT 


CONTROL 
TRANSFORMERS 


Built in a variety of designs 
that meet U.L. requirements 
in ratings from 25 VA to 
250 VA. 115, 230, 460 volts 
primary; 6, 24, 115 volts 
secondary 


AN ACME ELECTRIC STOCK PRODUCT 





MANUAL VOLTAGE 
REGULATORS 


A laboratory type 
instrument of infinite 
voltage control over 
a range from 0-135 
volts. Available in 
portable and switch 
board mounting types 





INSULATION 
BREAKDOWN 
TESTERS 


For checking for grounds 
shorts or testing 
tion in accordance with 
U. L. requirements. Con 
nects to 120 volt primary 
Secondary voltage manu 
ally pre-set at 500, 1000 
1250, 1500, 1750, 2000 
or 2500 volts. Supplied 
with high voltage, rub 
ber covered cable and 
test prongs. 


AN ACME ELECTRIC STOCK PRODUCT 


insula 











ACME ELECTRIC CORPORATION 


676 Water St. Cuba, N.Y. 
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Keep your sales curve U 2] 
with CONDUIT OF COLUMBUS products 
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They're easier to sell because they're easier to install. For years the jobber, 
the counterman, the truckman, the electrician . . . all have preferred CONDUIT 
of COLUMBUS products because they're properly gauged, carefully chamfered, 
perfectly reamed, rigidly inspected, conveniently packaged and labeled. Be sure 


your stocks are adequate and sales will take care of themselves 





SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 
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Cat. No. 385 


at home on the range 


SZelbe SURFACE POWER OUTLETS 


... ideal for all electric range and industrial applications — the Slater 385 
series. Rated 50 amps @ 250 volts, from cover to contacts they’re designed 
to suit the particular job and make installation easy. 


MODELS: Standard black (No. 385), and the sure-selling Custom-Kitchen White 
(No. 385-W) for smart appearance before or after range installation. 


It’s the neatest, most durable and versatile surface power outlet on the market! 


Elevator-type terminals ride up or down with screw — 
elevated, ready to take #6 stranded wire for fast 
wiring-up. 

Quick cable clamp for either back or bottom mounting 
— holds any size cable permanently in place. 


Wide open work space for fast wiring-up. 
Extra-tough and springy phosphor bronze terminals 
for maximum contact and grip. 

Triple knockouts on back and bottom for easy mount- 


ing of any cable connection. 


Choose the knockout that fits—the rest won’t come ouf. 


Also available in flush-mounted design (No. 380) 
with heavy-gauge plate. Interchangeable with all 
specification grade receptacles and plates. 


Cat. No. 380 . 
Approved by Underwriters’ Laboratories 


ELECTRIC & MFG. CO., INC. 
56th Street and 37th Avenue 
Woodside, New York @ ou 
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Cat. No. DLC 6-0 
Dead End Loop Clamp 


High-Strength Construction 

Heat-treated aluminum alloys plus high- 
strength galvanized U bolt for maximum 
strength, 


Protects Conductor 

Design of spacer holds wires round, prevents 
damage to conductor. 

Better Holding Ability 

Large contact surface plus unique design of 
spacer gives clamp extra holding ability. 
Large Wire Range 

Only one size to stock for 6 through 1/0 
ACSR. 

Competitively Priced 


You get more in this clamp, but it costs no 
more. 


Jasper Blackburn Corporation 


35 MADISON ST * $T. LOUIS 6, MO 


Phone CEntral 3007 
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Cat. No. PAC 6-0 
Parallel Groove Tap Clamp 


A Stronger Clamp 
Huskier, with larger high-strength bolt. 


Better Contact 

More contact surface plus better gripping 
ability produces a tighter trouble-free con- 
nection. 


Bonded Copper Liner 

Securely bonded to the aluminum clamp so 
that it will not come loose — protects against 
electrolysis. 


Complete Line 
Clamps available for Aluminum, Aluminum 
to Copper, and Armor Rod. 


Large Wire Range 
All clamps are for 6 through 1/0 ACSR — 
Only one size to stock. 











air circuit 
b (Urelites) 
Avaiiabie in four sizes: 
KA, KB, KC, LG 


Ratings from 
15 to 6000 amperes 
continuous 


15,000 te 100,000 
amperes interrupting 

up to 600 volts a-c 

up to 250 volts d-c 


Complete line of I-T-E 
euxiliary and trip devices 


Today, more and more specifications 
demand modern, dependable circuit 
breakers for the important task of 
protecting vital lighting, power, and 
distribution circuits. From coast to 
coast, profit-wise independent dis- 
tributors are cashing in on this big 
demand by stocking the complete 


I-T-E line. 


Exclusive I-T-E Distributorship 
gives you exclusive advantages 


Line up with I-T-E and handle the nation’s 
leading line of circuit breakers. With I-T-E 
you can count on strong product prefer- 
ence backed by strong, steady promotion. 
You can offer a full line of top quality 
circuit breakers for every application 
indoor and outdoor—from 10 to 6000 
amperes, up to 600 volts a-c, up to 250 
volts d-c. And you can offer virtually any 
type enclosure, auxiliary equipment, or 
trip device to fit the exact requirements 
of the job. 








| [toc GP cincurr sreanees 


As an exclusive I-T-E distributor you 
can take full advantage of the world- 
famous I-T-E reputation and _trade- 
mark. It is backed by powerful, hard- 
selling national advertising in a score of 
trade publications making more than 
12 million sales contacts a year. 














For extra sales—extra profits, 
I-T-E gives you: 






e Authorized !-T-E Distributor sign 

e Attractive counter display (see illustration) 
e Complete sales training program 

e Extra sales and service help 

e Efficient local engineering assistance 
e Catalogs 

e Technical bulletins 
















Find out how an I-T-E Distributor- 
ship can mean new profits for you 






You too can take advantage of this big 
profit opportunity. Your local I-T-E 
representative will gladly show you how 
an exclusive I-T-E distributorship pays 
off. Just give him a call. Or, if you pre- 
fer, write for details to I-T-E Circuit 
Breaker Company, 19th and Ham- 
ilton Streets, Philadelphia 30, Pa. 















ENCLOSED LOW-VOLTAGE 


AIR CIRCUIT BREAKERS 


I-T-E CIRCUIT BREAKER COMPANY - 19th AND HAMILTON STREETS, PHILADELPHIA 30, PA. 
CANADIAN MFG. AND SALES: EASTERN POWER DEVICES, LTD., TORONTO - EXPORT SALES: PHILIPS EXPORT CORP, N.Y. 17, N.Y 


CIRCUIT PRO 


and EXTRA 











@® Load Centers and Service 
Equipment with thermal-magnetic 
trip Add-On Circuit Breakers are 
ideal for residential use available 
in 2 to 20 circuit assemblies 


@ SEPF Fuse-Type Service Equip- 
ment with safety type @ Pulfuz 
switch main disconnect and plug fuse 
connections is excellent also for use 
in homes. Available in 30, 60 or 100 
ampere main connections and plug 
fuse branches. Also range circuits 


@ Main and Range Service Units 
provide fuse protection in a dead front 
safety type unit and feature non-inter 
changeable @ Pulfuzswitches for main 
and range disconnects. Available in 60 and 
100 ampere “‘series’’ and “parallel” main 
connections 4 to 8 branches, with or 
without water heater circuit 


@ Type R Enclosed Cutouts are 
popular safety-type fuse boxes for homes 
@md other similar size buildings. Fur- 
fished with 2 to 20 circuits 





Built-in @ electric Quikheters with 
built-in control switch or thermostat 
supply heat that will quickly change a 
cold, shivery bathroom or other room into 
one that’s warm and cozy and at a 
small cost. Quick acting, odorless and noise 
less in operation. Available in capacities of 
1,000 to 3,000 watts. Separately mounted 
thermostic control available at extra cost 











for all types of Homes 
is provided by 


these products 


They’re as Modern as Tomorrow... 
these @ Load Centers, Service Equipment 


and Built-in Electric Quikheters. 


Made specifically for use in homes — 
large and small — and other buildings, 
these sturdily built units embody all the 


latest features in design and construction. 


They’re safe, efficient, dependable, eco- 
nomical, long-lasting and will provide years 
of trouble-free service. Too, they are approved 


by the Underwriters’ Laboratories, Inc. 


So stock these fast-moving, competitively- 
priced items today. Recommend them to con- 
tractors and builders. You'll find it pays 


dividends. 


Your nearest @& representative, listed in 
Sweets, will be glad to give you complete 
information, or write to headquarters for 


bulletins. 


Srank eldam Glectric Co. 


P.O. BOX 357 ST. LOUIS 13, MISSOURI 


Makers 


Of BUSDUCT + PANELBOARDS + SWITCHBOARDS + SERVICE 


EQUIPMENT * SAFETY SWITCHES * LOAD CENTERS * QUIKHETER 
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KILLARK’S SIMPLIFIED DESIGH 


eo] 73:43 SIMPLE INSTALLATION and MAINTENANCE! 

















COMPLETE 
INTERCHANGERBILIT' 


TYPE VB-1 
at Pt Pal 
= 


TYPE VGC 


oi" 
) —_ 


} 
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¢ 
4 
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TYPE V 


VAPOR-TIGHT LIGHT FIXTULI> fi Wk 


TYPE VG 


hy 


a 
H 


ina 
> 


o 


ran 


Fewer construction parts obviously mean fewer replacements or 
repairs. Killark Vapor-Tight Light Fixtures are accurately die cast 
and scientifically assembled from a minimum of parts. The result h@? ~ 
is a fixture that effectively excludes such ordinarily troublesome ‘< — os 
atmospheres as rain, moisture, smoke, spray, ice, snow and dust . . . TYPE VGT 
a fixture that can be quickly serviced or relamped without tools. 
The complete interchangeability of the individual Killark parts fy he 
provides a new economy as well as a ready adaptability to your a YZ o | 
specific lighting needs. Every type of installation—whether it be a “am i> 
bracket, pendant, ceiling or corner mounting—is possible with a TYPE VGX 


minimum inventory, when you specify Killark. 
i 
[| tlm 
< ; 


TYPE 






VA 


ELECTRIC MANUFACTURING COMPANY 






Vandeventer and Easton Aves. St. Louis 13, Missouri 


BOSTON 156 Purchase St. PITTSBURGH 50 26th Street = SAN FRANCISCO 140 Speer $#. 
SALES OFFICES and = svpacuse 216 Burnet Ave. CHICAGO 564 West Adams Street LOS ANGELES 412 Seeten Street 


WAREHOUSE STOCKS PHHADELPHIA 121-123 Morket S$. DENVER 814 Twelfth S. DETROIT 8319 Mack Ave. 
ATLANTA 69 Mills Street MW. W. SEATTLE 4130 First Avenve Sevth DALLAS 1901 Griffin Street 


SALES OFFICES COLUMBUS 2620 Welsford Reed MINNEAPOLIS 924 Andrus Bidg. NEW YORK 30 Irving Peco 


CINCINNATI 49 Control Avenve KANSAS CITY, MO. BALTIMORE 
616 West 26th Street 401 Neti. Merine Bonk Bldg. 





ELECTRICAL CONDUIT 


is flexible as rubber 


strong as steel 


and liquid-tight 


Flexible Sealtite be use here there vibrat é Liquid-tight Sealtite’s | 


Here 
boxes 


1700 + 


Sealtite* saves money. It can be installed in a fraction of the time it takes to 
install regular conduit. For temporary installations—such as on construction jobs 
and processing plants—Sealtite is quickly installed and easily 

relocated. For permanent installations—Sealtite improves appearance and 
avoids expensive rewiring. Sealtite can be cut as you need it. It 

comes in all standard electrical fitting sizes. 


Increase your sales by meeting your customers’ needs for this flexible 
liquid-tight conduit. Stock Sealtite. Bulletin C-201 is available for 
distribution to your customers. For your copies, write The American Brass 
Company, American Metal Hose Branch, Waterbury 20, Connecticut. 

In Canada: The Canadian Fairbanks-Morse Company Ltd. 522378 


Trademark 


for flexible, liquid-tight electrical conduit... specify 


AN ANACONDA PRODUCT 
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oe built to Last... 


ost 


Heavier ~ Stronger™ Easier To install 


Built to Last . oe with heavy gevs® steel used Available in 8” diameter with 100, 115 and 135 squore inch 
throughovut- Deeply embossed and ribbed to with- expanded ares: 2-Way Anchor olse eveitable in 6” ond 8” di- 
ameter with 58 squore inch te 138 squore inch expanded areas. 


stand heavy loads without buckling- 


Built to Last.--- because blades are correctly 
Also Heavy Duty 4-Way 
aligned with grain of steel to prevent tearing and Anchors in 10" diometer 
preaking, absolute necessity for anchor strength. with 200 squere inch ex- 
panded orec. Designed 
Easier to install eee because properly curved for vse oF power trans- 
blades glide smoothly and easily into solid, un- mission and heavy distri- 


disturbed earth. p.ea-6 


bution lines. 


Double thick metal takes driving force Shaped blodes ter holding Bose piote formed from heavy boiler 
of tomping bor. Extro width of blade power becouse etrate solid plote, embossed ond f 

at hinge point, plus proper 9° ign- eorth without loosening it. Blades odded rigidity ond stren 

ment, prevent breaking oO buckling deeply ribbed for extra strength 


PIEPER = 
TELEPHONE TERRYHILL 3 R — L | L L 
Nators -2525 ys ARD; IN 
. «a c. 


° 
5 oF 468 122 N. KIRKWOOD RD 
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lackhawk 
Jadustries 
> 


Patent Pending 


Sell SNAP-STRAP ... the strap with the 
built-in bump for faster installations, more 
profits for your customers. 

More and more contractors are specifying 
SNAP-STRAPS. They’re asking for the strap 
with the built-in bump. The exclusive self- 
holding feature saves time, eliminates fum- 
bling, makes difficult installations easier. 

Made of heavy gauge steel, zinc plated after 
fabrication. Available in a wide range of 
sizes for both rigid and thinwall applications. 





SOLD ONLY THROUGH ELECTRICAL WHOLESALERS 


ns Write for Free Catalog 


HOLDS IN POSITION 





lackhawk* BLACKHAWK INDUSTRIES, pusuaue, iowa 
as [ ndustries Yard Lights = Fluorescent Brackeis <"Locknuts”ond Bushings Sil Paden. Wire Molders. Bex 
Z , upports . Grounding Assemblies 
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ee are 


STOUT 
FELLAS 3 


ACTUAL SIZE For rugged use, we recommend our 
COROPRENE line of oil-resistant Neo- 
prene-jacketed cords—both 40 and 60% 









CORNISH 


16/2 $ 


ACTUAL SIZE 





AD 
14/2 $ 


ACTUAL SIZE 
ACTUAL SIZE 


12/3 $ 


ACTUAL SIZE 


10/3 $ 


ACTUAL SIZE 


CORDS 


CORNISH WIRE COMPANY, we. 


50 Church Street, New York 7, N.Y. 


PHILADELPHIA BRIDGEPORT CLEVELAND CINCINNATI CHICAGO 
DETROIT MINNEAPOLIS ST. LOUIS ATLANTA BOSTON ROCHESTER 





DALLAS DENVER LOS ANGELES SAN FRANCISCO SEATTLE 





Ceitag Cavicer 


7 


H cH 


HEGEMAN DIVISION 


MANUFACTURED BY 


& HEGEMAN ELECTRIC CO. 
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TELL YOUR CUSTOMERS 
Vow Liorls | Why tir béltr 


EXCLUSIVE, ONE-PIECE “CON- 
TROLLED TENSION” INNER 
CONTACTS. Simpler and stronger. 
Better electrically and mechanically. 


BACK-WIRED, SIDE- 
WIRED. Optional back or 
side wiring with handy, 
wire stripping gage on 
back plate. 


HEAVY, HIGH QUALITY 
CONSTRUCTION. For 
long life and dependable 
service. 


APPROVED. Listed as 
Standard by Underwriters’ 
Laboratories. 





FOR ALL REQUIREMENTS. 

Grounding types are available . . . all connectors can be used 

with polarized or non-polarized caps . . . all units are interchange- 
able, if necessary, with older types of locking devices. 


Offering more advantages and improvements than any other existing type of inter- 
locking device, the HART-LOCK is manufactured by The Arrow-Hart & Hegeman 


Electric Company to meet an already existing large demand. 


This newer, better device is being effectively promoted to your trade. An 
aggressive advertising program has started in the tradepapers your 
customers read most. An attractive promotional folder and new catalog 


sheets are available for distribution. 


You can take advantage of this established demand and of the 
interest in HART-LOCK created by our advertising. Order your stocks 
NOW . .. remind your customers of HART-LOCK advantages 


and let them know that you are in a position to fill their orders... 





end you will make many profitable HARTLOCK sales. 


FOR COMPLETE INFORMATION ON THE HART-LOCK LINE 


ee THE ARROW-HART & HEGEMAN ELECTRIC COMPANY 
nat 1606 LAUREL STREET 
H:eH FE HARTFORD 6, CONNECTICUT 


Branches in: BOSTON, CHICAGO, DALLAS, DENVER, DETROIT, LOS ANGELES, 
NEW YORK, PHILADELPHIA, SAN FRANCISCO, SYRACUSE. In Conoada: ARROW. 
HART & HEGEMAN (CANADA) LTD., MT. DENNIS, TORONTO 15, ONTARIO. 
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These two Safety Switches have the same H.P. 
Wea ee disconnects for AC motors. 























evolutionary New AC. 
Motor-Circuit Safety Switches 


matching motor control cases, size for size; matching performance, too 


Up until now safety switches have invariably been much 
larger than the motor control with which they have been 
used. This has created difficult installation problems. Even 
when space was available, their bulk and weight made 
mounting difficult, and the much larger size of the safety 
switch in such close relation to an associated control en- 
closure has simply been all out of proportion to the latter. 
This detracted trom the appearance of the complete instal- 
lation. Cutler-Hammer engineering has ended all this as 
far as AC motors are concerned. The new and exclusively 
Cutler-Hammer Bulletin 4110 line of Horsepower Rated 
AC Motor-Circuit Safety Switches matches safety switch and 
motor control in size, convenience, and dependability. 
Available now in ratings from 3 H.P. to 30 H.P., 3 or 4 
poles, for 230 Volts AC... and in ratings from 7/2 H.P. to 


her ER curt f 
An? yaMM 


cyTLEeR FIRST 


50 H.P., 3 or 4 poles, for 575 Volts AC. Inspect these better 
switches now and see their many features. Front side oper- 
ated. Quick make and break. Simple release cover-interlock. 
Provision for 3 padlocks in “OFF” and 1 padlock in “ON” 
positions. Unit pole construction. Non-welding butt type 
totally enclosed silver contacts. Silver plated current 
carrying parts. Positive-pressure type fuse clips. Solderless 
connectors. NEMA | enclosure. Complete switch assembly 
on panel removable for easy installation and wiring. 
Adequate and convenient knockouts. Cutler-Hammer qual- 
ity and advanced engineering at no extra cost. These 
switches have no substitutes even remotely comparable. 
Your Cutler-Hammer Authorized Distributor can supply 
you. CUTLER-HAMMER, Inc., 1327 St. Paul Avenue, 
Milwaukee |, Wisconsin. 


HAMMER 


= SAFETY SWITCHES= 
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always a best-seller 


U.S. Security Rubber Tape 
is unbeatable for perfect 
splicing when used with 
U.S. Security Friction Tape. 


U.S. Security can’t help being popular. It’s got every- 
thing contractors and electricians want, and more. 
Strong adhesion, high-tensile strength, high-dielectric 
strength, is straight-tearing, non-ravelling, no pinholes 
to cause dangerous leaks. Security sells steadily, speedily 


all year ‘round. Check your stocks today. 


UNITED STATES RUBBER COMPANY 
TAPE DEPARTMENT * ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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ARE APPROVED AS 
CONCRETETIGHT 


When setting E. M. T. in concrete 
you can make each job easier and 
more profitable by using Briegel 
All Steel Indenter Fittings that 
have UL approval as CONCRETE- 
TIGHT. Contractors the world 
over recognize their cost cutting 
qualities and the fact that they 
make each wiring job a better job. 
Ic is only natural that Briegel 
Fittings are the most widely used 
E. M. T. connectors and couplings. 


Cross Section 
Showing 


a METHOD 
TOOL 
0 


GALVA,*® ILLINOIS 





Distributed by 


The M. B. Austin Co., Northbrook, Ill.; Clayton Mark & Co., Evanston, Ill.; Clifton Conduit Co., Jersey City, N. J.; General Electric Co., 
Bridgeport, Conn.; The Steeld Co., ¥ 9 . Ohio; Pittsburg Standord Conduit Co., Pittsburgh, Penn.; Wagner Molleable 
Products Co., Decotyr, Iil.; J. R. Richards Co., Carnegie, Penn.; Kondu Mfg. Co., Lid., Preston, Ont 
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BullDog Reduces 
Pushmatic Prices 


Prices cut up to 35% on Pushmatic Circuit 
Breakers, Electri-Centers, and Accessories, to 
help you increase panelboard sales, profits! 





Yes, all Pushmatic prices have been drastically 
reduced! 


And there has been no sacrifice in quality, no change 
Just push 1 - SS Be 
whatsoever in the products. You can offer customers 
the button! savings of up to 35° on full-quality Pushmatic® 
Circuit Breakers, Electri-Centers and Accessories; yet 
sive > » fz - . P » fac ee 4 ahem 
Cheah Gites as ieee, give them all the famous Pushmatic features at prices 
interchangeable units that provide they pay for ordinary circuit breaker equipment. 
automatic, trip-free circuit protec- 
tion always. Rupture circuits in- Popular demand plus new production facilities made 
stantly when trouble occurs. Need : : 
no resetting. A simple push restores these reductions possible. A new BullDog plant (Belle- 
service. Available in 15, 20, 30, fontaine, Ohio) is devoted exclusively to producing 


40 and 50 amps.; give unmatched ‘ 7 
flexibility to all BullDog Electri- the Pushmatic line. Production is up, costs down . 








Famous, Foolproof Pushmatic 





Centers. Easy to stock, packaged | your customers get the savings, you get extra profits 
separately. Guaranteed. Listed by P ; 
Underwriters’. 


New low price! Stock and sell the BullDog Pushmatic Line. Write 


from extra sales. 


for descriptive bulletin. 











Bras 


eae 


P2B Electri-Centers XD Electri-Centers Service Electri-Centers 
with Pushmatics. From just for homes, small businesses. also equipped with modern, safe 
five basic devices, you can give Feature split bus bars, Push- Pushmatic Circuit Breakers. Sell 
customers immediate delivery matic protection, one central fast; adapt quickly, easily to 
on any panel requirement up control for all home circuits. customer's present and future 
to 42 circuits. Accommodate up to 18 circuits. needs. Up to 8 circuits 


New low price! New low price! New low price! 


BULLDOG ELECTRIC PRODUCTS COMPANY 


DETROIT 32, MICHIGAN « FIELD OFFICES IN ALL PRINCIPAL CITIES 
U L L D oO ts IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD, TORONTO 

PIONEERS IN FLEXIBLE ELECTRICAL DISTRIBUTION SYSTEMS 
1902-1952 . . . SERVING INDUSTRY FOR SO YEARS WITH FINER ELECTRICAL PRODUCTS 
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.. RIGHT CONTACT for 
WIRING DEVICE SALES 


buy them for QUALITY... sell them for PROFIT 


PRECISION ENGINEERED? Yes, sir; the right con- 


nection every time! 

DURABLE? You bet! Finest materials, quality 
controlled. Backed by years of dependable 
service. 

SALEABLE? 52 weeks a year! A diversified line, 


for a wide range of electrical uses, with a name 
your customers know. Thru Wholesalers 


Write for catalog sheets — TODAY! 





\Wore 
250w-2s50v # 





ROYAL ELECTRIC COMPANY, Inc. * PAWTUCKET, R. I. 


WIRE © CORD SETS * FUSES * WIRING DEVICES * DECORATIVE CHRISTMAS LIGHTING 
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New G-E fluorescent lamp 
Starts fast, needs no starter 





HE triple coil filament developed by General Electric, and shown greatly 
Bieri above, now makes possible another great new fluorescent 
lamp! It’s the G-E RAPID START fluorescent lamp. Combined with General 
Electric's new RAPID START ballast, it starts with quick 1-2 action. There’s 
no starter needed, so maintenance is easier, costs less. Flicker is eliminated. 
Hum is reduced to a minimum. 

G-E RAPID START fluorescent lamps will be available soon. This newest devel- 
opment of General Electric research is another reason why you can expect 


the best value from G-E fluorescent lamps. 


You can put your confidence in— 


GENERAL @@ ELECTRIC 
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ALL-STEEL EQUIPMENT Inc¢.—so0 Kensington Ave., Aurora, IIlinois 
""A BOX FOR EVERY NEED‘ 
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To get efficient fluorescent lighting 
... Insist on | 





There’s more to satisfactory fluorescent lighting than lamps 
and a reflector. There’s always a ballast in the fixture... 
and the way it performs determines whether you'll get fu// lamp life, 
rated light output and satisfactory performance. 


Only CERTIFIED BALLASTS carry the shield that assures best lighting. 
That’s because CERTIFIED BALLASTS are made to precise 
specifications, then tested by Electrical Testing Laboratories, Inc., 
which certifies they conform to these high standards. 


There’s no excuse for inefficient, unsatisfactory fluorescent lighting when 


CERTIFIED BALLASTS are available. 


Be sure every fixture you get has CERTIFIED BALLASTS . . . the ones 
with the shield. 

@ Complete information on the types of CERTIFIED 

BALLASTS available from each participating manufac- 

turer may be obtained from Electrical Testing Labora- 

tories, Inc., East End Ave. at 79th St., New York, N. Y. 

Participation in the CERTIFIED BALLAST program is 


open to any manufacturer who complies with the require- 
ments of CERTIFIED BALLAST MANUFACTURERS. 


ERTIFIED BALLAST MANUFACTURERS 


Makers of Certified Ballasts for Fluorescent Lighting 





2116 KEITH BLDG., CLEVELAND 15, OHIO 
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A DEPENDABLE 
SIGN... 


that America is expanding 


Thanks in great part to those who harness electricity and you 
who supply them, America is expanding rapidly in the face 
of world tension 

As America strengthens its defenses, the YELLOW TRIANGLE 
REEL and the stack of Triangle conduit become more and 


more familiar sights. Engineers and contractors—demanding 
quality wire, cable and conduit—know that YOU CAN DEPEND 


ON TRIANGLE and on the ELECTRICAL DISTRIBUTOR. 


The Trade-mark 
of Top Quality 


TRIANGLE CONDUIT & CABLE CO., INC. 


NEW SRUNSWICK, NEW JERSEY 


"Giazon” Building Wire - ‘“Glazon”’ Non-Metallic Sheathed Cable - Controi Wire - Armored Cable - Service Entrance, Service Drop, Varnished Cambric Braided or Leaded, 
Trioprene Trench, Power & Parkway Cables - Bare Wire - Rigid Conduit Hot-Dipped Galvanized & Black Enameled - Electric Metallic Thin Wali Conduit - Flexible Steel Condult, 
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Sell Them 


APPLETON FLOODLIGHTS 10... 


SPORTO— With or without 
glass cover. Weather-proof 
hood permits complete ver- 
tical or lateral positioning. 


Night game attendance soars upward every 
year. Thanks to modern floodlighting, mil- 
lions more now see their favorite athletes 
in action. 

Expertly engineered Appleton Lighting 


APPLE : OF Equipment provides day-like illumination 
for night recreation centers, as well as the 


hundreds of industries maintaining round- 
LIGHTI Nis the-clock production schedules. 
Indoor or outdoor lighting planned with 


Appleton Fixtures assures top-notch light- 


ie B | a ing efficiency at minimum installation, serv- 
DISKONECT—The most ice and operating expense. 


enenagliaengnae sage te’ Appleton Lighting Fixtures are available 
flector ever made. Avail- . , ‘ ; 
in the exact type and size for every industrial 
requirement—including hazardous locations. 
Appleton’s skilled illuminating engineers 
are ready to help solve specific lighting 
problems. For the finest in lighting —specify 
TYPE EFU—The first and finest explosion-proof : Appleton—pace-setting manufacturer of 


fluorescent lighting fixture. One of many from th . . 
nin , y =f J electrical equipment for nearly half a century. 
complete Appleton Explosion-Proof Line ¢ - 





able in a wide variety of 
reflector styles 


SOLD THROUGH ELECTRICAL WHOLESALERS 


APPLETON ELECTRIC COMPANY 


1734 WELLINGTON AVENUE. CHICAGO 13, ILLINOIS 


Field Engineers: NEW YORK, 50 Church St. © DETROIT, 3049 E. Grand Bird. © CLEVELAND, 1836 Euclid Avenve * SAN FRANCISCO, 655 Minna St 
ST. LOUIS, 227 Frisco Bidg . LOS ANGELES, 100 N. Santo Fe Avenue ° ATLANTA, 724 Boulevard, N.E . BIRMINGHAM, 809 Brown-Marx Bidg 
MINNEAPOUS, 305 Fifth St., S. © PITTSBURGH, 412 Bessemer Bidg. © BALTIMORE, 100 Eost Pleasant St. © BOSTON, 10 High Street ¢ DENVER, 192! Bloke Street 
PHILADELPHIA, 231 South 20th . CINCINNATI, 608 American Bidg . HOUSTON, 717 M. & M. Bidg . HAVANA, Cuba, Malecon No. 9 
BINGHAMTON «* DALLAS « INDIANAPOUS « KANSAS CITY « ORLANDO ¢ MILWAUKEE + NEW ORLEANS © SEATTLE + PORTLAND, ORE 
Export Field Engineers: international Standard Electric Corp., 67 Broad St, New York 4.N.Y 











Warskiugtou 
STRAWS 


MATERIALS SITUATION IMPROVES ¢ The materials situation is brighter now than at 
any time since the start of the Korean war. As a result, July-September allotments of 
steel (provided a prolonged steel strike isn’t in the cards), copper, and aluminum to 
manufacturers of civilian-type products will be higher than the previous quarter's metals 
rations, and restrictions on construction will be further relaxed in July. 

Authorized metals consumption will still be far below pre-Korea levels, however. 
The outlook for additional improvements is good for steel and aluminum, gloomy for 
copper. Decontrol of aluminum wire and cable is a possibility this month. 

Consumer-goods producers will receive an average of 10 per cent more steel, 15 per 
cent more copper, and 50 per cent more aluminum in the third quarter than they were 
allotted for April-June. They'll be getting 55 per cent of the steel they used pre-Korea; 
35 per cent of the copper brass mill and foundry products; 40 per cent of the copper 
wire mill products; and 45 per cent of the aluminum. 

NPA’s new construction regulations permit limited amounts of amusement project 
building and the use of structural steel in housing. In October, self-authorization 
privileges for general commercial construction will be boosted to 25 tons of carbon 
steel (with no limit on the portion of this amount that may be in structural shapes), 
750 Ibs. of copper, and 1,000 Ibs. of aluminum. 


LIGHTING FIXTURE BOOM SEEN IN FOURTH QUARTER © A major end-product of the 
relaxation in construction restrictions will be a boom for lighting fixtures and other 
electrical components for residential and commercial building. This is already apparent 
in the manufacturers’ applications to NPA for October-December metal supplies, which 
ask for substantially more steel, copper, and aluminum than was allotted for July- 
September. Fourth-quarter requests from manufacturers of other types of electrical 
equipment are running at about the same level as in the third quarter. NPA says elec- 
trical equipment supplies in general are more than adequate. The only near-stortages: 
large motors (500 hp and up), high-voltage switchgear, power transformers. 





POWER SWITCHGEAR AND HEAVY TRANSFORMER DEMAND GROWS ©® Power 
switchgear and heavy transformer manufacturers are also asking for more metal in the 
fourth quarter than they consumed in the previous three-month period. This is the 
result of the growing power expansion program, which calls for a goal of 32 million 
kilowatts by the end of 1954. 

NPA told the manufacturers last month that additional productive capacity will be 
needed in the industry during 1953 and 1954 to meet the increasing demand for power 
switchgear. The manufacturers disagreed; they said they'll be able to take care of power 
requirements without expanding their facilities. 


STOCKPILING OF MATERIALS TO CONTINUE ©@® Industrial consumers will have to vie 
with the national stockpile for the increasing supplies of strategic materials. That's the 
feeling in the Defense Production Administration, which announced last month that 
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only $5.7 billion worth of materials were already in the stockpile or on order by January 
1952, out of a total stockpile objective of $9.3 billion worth. Retiring DPA adminis- 
trator Manly Fleischmann emphasized that the stockpile—“neglected” during recent 
shortage periods—will take a healthy share of materials that become more abundant. 
There had been fears in the metal industries that government stockpiling would slow 
up sharply. 


CONSUMER SPENDING IN 1952 © The number of new houses to be bought in 1952 will 
be about the same or slightly less than last year—almost one million, the Federal Re- 
serve Board estimates. The same forecast is made for 1953. This all depends, of course, 
on whether price, quality, and credit requirements change much. 

FRB’s annual survey of consumer spending plans also reveals that people plan to buy 
fewer new autos and major household goods than last year, and that six out of 10 con- 
sumers expect prices to go up in 1952. Consumers show no inclination to spend their 
big backlog of savings. In fact, if intentions are carried out, the recent record rate of 
savings may even be increased. 


PROSPEROUS OUTLOOK FOR CONSTRUCTION ©® The housing boom is reflected in the 
1952 outlook for the construction industry as a whole. For the third consecutive year, 
the industry's business volume will be three times the level it was pre-Korea. It'll run 
to around $39 billion, of which almost $30 billion will be mew construction (residen- 
tial, non-residential, public utilities, highways, etc.), the rest being maintenance. In 
another decade, construction expenditures may be up to $45 billion or $50 billion a 
year, according to McGraw-Hill Department of Economics estimates. All of which 
means good business, too, for the industries that supply the construction field with 
materials and equipment. 


INDUSTRIAL EXPANSION MORE THAN HALF FINISHED ¢ Expansion of defense-sup- 
porting industrial facilities was 52 per cent in place by the beginning of April. At the 


start of 1952, 42 per cent was finished. Industrial expansion is expected to reach vir- 
tually 100 per cent completion by the end of 1954. The major portion, 94 per cent, 
will be finished by the end of 1953, and 63 per cent by the end of 1952. Facilities to be 
completed after 1954 are mainly long-range mineral projects. 


NPA ELECTRICAL PERSONNEL CHANGES @ Bonnell W. Clark, former NAED and 
NEMA president, who headed NPA’s electrical equipment division from April 1951 
to June 1, 1952, has decided to come back to the job in September. At that time, Luther 
D. Shank, formerly the division's deputy director and now acting director, plans to re- 
turn to private industry. 

Carney G. Laslie, Jr., a government industrial engineer for the past 15 years, is now 
the electrical equipment division's acting deputy director. Since August 1951, he has 
been chief of program and requirements in the division. He is an ex-war production 
board official, and later served as electrical industries chief in the military government 
in Japan and as director of commerce and industry in the military government in 
Okinawa. 


PRICES @ In general, prices will remain fairly stable according to the Federal Reserve Bank 
of New York. An increase in prices is likely for the three critical metals—steel, copper 
and aluminum. On the other hand, supplies of practically all consumer items appear 
adequate to meet demand and indicate that there will not be any sharp rises or declines 
in prices. However, in the immediate future, the basic strength or weakness of com- 
modity prices will depend not only on the usual supply and demand forces, but also on 
wage negotiations, the possibility of a shift on consumer attitudes, the fate of prices, 
wages and materials controls, and international developments. 


(Washington, D. C—lJune 4, 1952) 
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NO ACROBATICS in lamp changing with- 


APPLETON / 
W-5] 


VAPORTIGHT FIXTURES 


WITH MALLEABLE IRON BODIES 
100 WATT OR 150/200 WATT UNITS 


Change lamps at the work bench! 


Here’s a vaportight lighting fixture that sets a new 
high in safety, efficiency, ease of installation and main- 
tenance! In the V-51, an exclusive “Unit Assembly” 
combines receptacle, globe and guard in a single unit 
...-instantly detachable —without tools — for relamp- 
ing or cleaning. 


Reflector is quickly attached or removed—thanks to 


exclusive neoprene rubber ring suspension. Shock- 


absorbing socket in “Unit Assembly” permits 
the use of standard type lamps. 


The new V-51 line includes 18 
different types of rugged malleable 
iron bodies for pendent, ceiling or 
bracket mounting. Complete inter- 
changeability of parts permits the 
assembling of 256 complete fixtures, 
using only 32 basic components! 








Write for Bulletin 5-A containing 
complete details on the new Appleton 
. V-51 Convertible Vaportight Fixture. 





Sold Through Electrical Wholesalers 


1.4% -2 3 & ye) | le APPLETON ELECTRIC COMPANY 


1734 Wellington Avenue ¢ Chicago 13, Illinois 
Field Engineers: NEW YORK, 50 Church St. © DETROIT, 3049 E. Grand 


Bivd. © CLEVELAND, 1836 Euclid Ave. © SAN FRANCISCO, 655 Minna St. 
ST. LOUIS, 227 Frisco Bidg. © LOS ANGELES, 100 N. Sonta Fe Ave 
ATLANTA, 724 Bovlevord, N.E. © BIRMINGHAM, 809 Brown-Marx Bidg 
MINNEAPOUS, 305 Fifth Street, S. © PITTSBURGH, 412 Bessemer Bidg 


BALTIMORE, 100 E. Pleasant St. © BOSTON, 10 High St. © DENVER, 1921 
Bioke Street * PHILADELPHIA, 2013 Locust St. © CINCINNATI, 608 American 
Bidg. * HOUSTON, 717 M. & M. Bidg. * HAVANA, Cubo, Malecon No. 9 


BINGHAMTON «© DALLAS © INDIANAPOUS © KANSAS CITY * ORLANDO 
MILWAUKEE « NEW ORLEANS © SEATTLE « PORTLAND, ORE 
Expert Field Engineers : 
international Stendard Electric Corp., 67 Brood St., New York 4, N.Y. 





Free Booklets 


tell all about aluminum wire 





“ 
Ger the full facts about United States kinds, plus property tables. In addi- 
Rubber Company's Aluminum Wires tion, there is a table showing how 
and Cables. Th two clearly written, “a, 


Aluminum wire’s insulation 
informative booklets are packed with 


properties compare with Underwriters’ 


data on specifications, standards. Laboratory Standards. 


These booklets are FREE. Send 


for your copies today! 


United States Rubber Company 


Electrical Wire and Cable Department 
1230 Avenue of the Americas 


ROCKEFELLER CENTER + NEW YORK 20, N. Y. 


36 


photographs showing stripping, join- 


ing. soldering— installation facts of all 
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HART " 


or" POLARIZED 
Fler DEVICES 


No. 4474 


A COMPLETE LINE in 
2-3-4 WIRE 10-50 AMPS 250 VOLTS 


Safety is more than a word. It’s a responsibility on our part — and 
your part — to effectively meet the varied individual requirements for 
polarized devices. For us, it means the continual development of 
a more complete line of polarized devices engineered for SAFETY — 
first, last and always. For you, it means the selling of high 
quality, dependable wiring devices, and of offering a broader 

line to meet diverse needs. Our line of polarized devices meets 

these exacting standards. It is complete in every detail to assure your 
customers of maximum safety and protection. Built to meet all 
industrial applications, these units offer lasting, easy-maintenance 
service. 





Take advantage of the opportunity for steady, high turn-over with 
a reputable, safety-featured line. Write today for our wiring 
device catalog. It places a complete line of polarized devices 
at your finger tips. 


Just write to: 1606 Laurel Street, Hartford 6, Conn. 
Branches in: BOSTON, CHICAGO, DALLAS, DENVER, DETROIT, LOS ANGELES 


NEW YORK, PHILADELPHIA, SAN FRANCISCO, SYRACUSE. In Canado 
ARROW-HART & HEGEMAN (CANADA) LTD., MT. DENNIS, TORONTO 


Lia 


& \ HART & HEGEMAN DIVISION 
pares Ps se: H:H AY-HART & HEGEMAN ELECTRIC CO. 


ENCLOSED SWITCHES MARTFORD 6, CONNECTICUT 
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kya connector sizes 
needed on this job! 


plenty with this 
XTP! 


For Tee or Parallel Taps! 


rte 0. 2. rirtinc poes tHe work or EF 


One typical XTP connector replaces up to 32 different 
parallel or tee connectors because each XTP accommodates a 
wide range of wire sizes. All told, the XTP line of but 
25 connectors will receive over 400 wire-size combinations! 

For either tee or parallel taps, just snap special hinged 
clamp over main and tighten—the connector is permanently 
in place, positive contact assured. When you're ready to con- 
nect the tap, simply insert wire in tap end of connector. A 
wrench-turn or two and the job’s done! 


25 CONNECTOR SIZES do practically all tap jobs. 
© Accommodate over 400 combinations of wire size$ 
© Fit wire from #8 to 1,000,000 CM 


HINGED CONSTRUCTION for quick installation. 


SPRING STEEL LOCKWASHERS (tin plated) maintain pressure. 
© Hold resiliency—assure permanent connection 


XTP asa “'T" top 


PRESSURE PLATES designed for maximum contact and grip. 
@ Serrated for firm grip 
@ Can not rotate during installation 


HIGH STRENGTH, HIGH CONDUCTIVITY. 
® High conductivity copper alloy for body 
@ Extra strength copper alloy for pressure plates and 
hinged parts 
Get these combination fittings from your wholesaler 
now...and put an end to bulky assortments of 
tap connectors. 


CONDUIT FITTINGS °* CABLE TERMINATORS . COMPANY 
CAST IRON BOXES * SOLDERLESS CONNECTORS 


262 BOND STREET + BROOKLYN 2,N.Y. 
GROUNDING DEVICES » POWER CONNECTORS 
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INCH-MARKING .. . an exclusive 
ELECTRUNITE soles feature contractors 
like. Easier to fabricate and install... 


ELECTRUNITE E. Mar. 


INSIDE KNURLING .. . another ELECTRU- 
NITE exclusive. By actual tests makes wire 
pulling easier. 


gives you all these selling points 


And here are extra sales points... 


ELECTRUNITE E.M.T is made of flat-rolled open-hearth steel that is 
Republic-quality-controlled from blast furnace to finished raceway. 


Originated by Republic Steel over 20 years ago, ELECTRUNITE E.M.T. 
isimproved and keptahead by intensive field and laboratory research. 


BENDING INSTRUCTIONS . . . for your ELECTRUNITE E.M.T. is made by the same electric-weld process and 


customers’ convenience . . . an ELECTRU- men producing ELECTRUNITE Boiler Tubes for power plants. 
NITE extra. 


You ride with the leader when you're an ELECTRUNITE distributor 
...and it pays. 


REPUBLIC STEEL CORPORATION 
STEEL AND TUBES DIVISION 
224 EAST 131st STREET © CLEVELAND 8, OHIO 


ACCEPTANCE ... . first in preference 
by brand-name in unbiased surveys... 
an ELECTRUNITE feature. 


; <? Are you using all these Electrunite helps ? 


METAL TUBE PLASTIC ARMOR 








A new item to sell . . . a door-opener 
for your salesmen . . . longer-lasting 
ELECTRUNITE “Dekoron-Coated” E.M.T. 
for severe-corrosion locations . . . an 
ELECTRUNITE exclusive. Rivcdiiuiadiaatian 


* Jia | r 
ELECTRUNITE Distrib- Reprints of eS 
° a utor promotional ELECTRUNITE trey 
Reprints of our 8-page Sweet's mailings. EMT. adver 
Cotolog section for your tisements to contrac 
distribution 


tors, architects and specifiers, 
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oA | A E by Haartz-Mason 
1 eS E 


Made under the most exacting require- —~ In order to assure maximum insulation and 
ments in the industry, Paramount Friction protection against moisture, friction tape 
tape can be tightly wrapped — yet can should be os free as possible from pin- 
be torn readily as required. A margin of holes. The materials and methods and new 
safety in this respect is odded to every equipment used in making Paramount Fric- 
roll of Paramount Friction tape tion tope assure virtual non-existence of 


pinholes. 





Automatically cut with smooth, neat edges 
on Cameron cutting machines. These ma- 
chines wind it on the cores under tension 
This is your insurance against ravelling. 


Under controlled temperature and humid- 
ity, Paramount Friction tape is strictly 
tested for permanence of adhesion. 





Taken from stock of regular intervals, j Every roll of Paramount Friction tape is 
sample rolls of Paramount Friction tape sold with guvcranteed minimum footage 
undergo accelercted aging tests in an . per roll plus... gvoranteed weight. You 
electric oven at 212° F. for 16 hours. Thus cre left in no doubt about whot you ore 
tee of maximum aging ‘ getting. And so you know you will cover 
" the largest crea most efficiently at the 

lowest cost. 


“\y ' ¢Dual Guarantee 


A" hy on Weight 














To sum up, Paramount Friction tape, & : ¢ ; / \ Bayt . \ . and Length 


sides being made of finest moterials, also 
undergoes rigorous pre-testing at the fac 

tory. Among the rigidly conducted tests 
cre those for aging, adhesion and strength. 








Manufactured by 


Haartz- Mason, Inc. 


WATERTOWN 72, MASS. 
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DUST-TIGHT 
LIGHTING 
FIXTURES 


... for hazardous locations where 
flammable or explosive dusts are 
present. Class II, Groups E, F, G, 
and Class III. 





, wees 
elusive Des” “ 


within the conduit box as- 
Now R&S engineering contributes a new and important sembly of both pendent and junc 
stride forward in Type DL lighting fixture construction tion box types, permitting instal- 
and installation simplicity ! lation and wiring without regard 
R&S Type DL Lighting Fixtures operate very cool — to size or style of fixture 
‘way below allowable temperatures for this class of instal- 
lation. They provide safe and efficient illumination for all 


locations where flammable or explosive dusts constitute a ‘ 
hazard ww >) All fi 
“ahaa : , . fixture — globe — Reflector 
Two R&S exclusive design features, added to the basic A 2 oonetiilien Peery saan aad 
ty sz Cc ase ana 


advantages common to other well-constructed dust-tight 
Re a are easily attached or interchanged 


fixtures, are an important advance that assures faster, 7 

easier installation, and cleaning and relamping. Fixtures by means of a simple bayonet slor 
are made of rugged cast aluminum alloy — designed with and screw arrangement, without 
smart streamlined simplicity — and shaped to prevent dan- disturbing electrical connections 











gerous accumulation of dust particles. For detailed infor- 
mation and prices write for Data Sheet No. 7151-81. 


Pendent and Junction Box bases are standard to all fixtures. They will accommodate any style fixture — 
globe — reflector assembly in either 100 watt or 200 watt sizes, providing complete interchangeability. 


PRECISION-BUILT ELECTRICAL EQUIFMENT SINCE 
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In Florida 


alt Jacksonville’s New Power Plant 


THEY’RE | EXPERTS IN HOT CIRCUITS 
] 






































-..THEY APPROVED S7AaNe CENTRAL CONDUIT 


The men who designed the new South Side Gener- 
ating Station at Jacksonville, Florida, are specialists 


approval of Spang Central Conduit . . . for all con- 





trol systems and many other needs in this ultra-new 


electrical product, you can be sure it’s good. 








That's why we urge you to standardize on Spang 








\ | in equipment for handling power .. . high voltage 
| HE 1 and low voltage. They designed for peak operating 
| i dependability around the clock, day after day. 
| — ie Which makes particularly significant their 
itt 
Hl 

ity 











| 

Hn power station. When power engineers approve an 
whenever you want the utmost in dependability. 

) 





It’s a quality-controlled conduit . . . made from 
carefully selected steel, formed under exact heat 


Two-inch Spang Conduit conditions, inspected constantly—manufactured to 
on circuits for controlling 
and metering 69,000 volt . e 
switchyard. ing characteristics. All features that will cut your 


installation time and costs. 


give exactly the right bending, cutting, and thread- 


Be sure to specify Spang “Cenlaco’’, “Central 

Black”, “Central White”, ‘Central EMT” for a 

Control and metering of guarantee of year after year of trouble-free service. 
13,200 volt switchyard 
and transformer protec- 
tion for one 15,000 KVA 
and two 37,500 KVA 
transformers is through 


two-inch Spang Conduit. - Ss S P A we G = C H A L P A N T 


Division of The National Supply Company 
GENERAL SALES OFFICE 
PITTSBURGH 30, PA 


You'll find it will pay! 


The Builders were: 

& Architects: R Ids, Smith & Hills, Jacksonville, Florid 
— cae ccagrbene Mines ; soi agp ings , District Offices and Sales Representatives 
General Contractor: George D. Auchter Company, Jacksonville, Florida “ in Principal Cities 


Electrical Contractor: Cleveland Electrical Company, Jacksonville & Atlanta 
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TIMES ar 


SEATTLE, WASH Suppose that Alaska was your terri 
tory. How would you sell it? You'd be over 1,500 miles 
from the home office and warehouse with practical trans 
portation limited to water or air. Your market areas would 
be separated by great distances and traveling would be 
extremely difficult. There would not be as many customers 
concentrated in these areas but they would be big buyers 
You wouldn't be able to pick up a phone and consult the 
otfice on stock or request assistance of a specialist You 
would be backed up with service to a certain extent but 
you would not be able to sell by promising overnight de 
livery. As the Alaskan salesman, you would have to help 
your Customers anticipate their needs far in advance of im 
mediate requirements. You would be required to know 
your stock from A to Z. But most of all, the salesmen 
handling this territory must know how to prospect sales 
and build for himself a trade that will stand up under 
severe handicaps 

With this background on the electrical wholesaler 
$alesman’s job in Alaska fresh in our mind, we prepared 
to present a talk up in the Northwest country where the 
wholesale firms serving Alaska are located. While deliver 
ing his message, the speaker suddenly realized that the 
Alaskan salesman was, after all, an excellent example of 
the type of sales prospecting needed so urgently today 
throughout the nation 

The speaker had told the distributors 

With an industry that is hardly at the frontier of its 


porential growth, the prospects for our business must be 


acknowledged as excellent. But we need more sales power 


if we're going to make the most of the present opportu 
nities. The salesmen who are getting out into their terri 
tories and prospecting for new sales, who are out creating 
demand and building new markets for their goods are not 
having any trouble finding as much business as their 
firms can handle” 

During a discussion following the speaker's address the 


conversation turned to our present salesmen 


d TRENDS 


What could be done to prepare the salesmen for the 
job that must be done in order to maintain a large volume 
business 

The discussion developed as follows: How can the 
salesman who started selling during the lush seller's 
market days following World War Il know how to cope 
with today’s selling problems? Is the weakness with him 
or the sales training programs? We have plenty of sales 
men today who have learned all the basic lessons for a 
sales profession. Because of a booming economy, our 
salesmen have had to apply only fairly simple selling 
techniques. However, suddenly the sales picture changes 
and our salesmen find themselves in need of some advanced 
lessons in order to cope with the situation. Who is better 
qualified to teach those lessons than the executives of the 
firms who have successfully lived and sold through similar 
trade periods in the past 

Distributors today are being advised to take certain 
steps to insure themselves of a strong position in business 
regardless of what may develop in the way of an economic 
readjustment. They have been told to improve wherever 
possible their buying and inventory control. They have 
been told to maintain good dealer and contractor relations 
They are advised to keep financially strong and to improve 
warehousing operations 

Two additional steps might well be suggested. Set some 
rigid sales policies for your organization and stick to 
them. Encourage your sales forces by offering them every 
possible assistance in developing new sales presentations 
in analyzing their territories, and in prospecting for sales 

The salesman who is determined to sell and is willing to 
put his knowledge of the equipment, its applications, 
the customer's needs, and the benefits and profits to be 
gained by the customer up against selling by “special 
deals” will win out in the long run 

If fate suddenly decreed that you were to sell the Alas- 
kan territory, how would you go about it? Apply the 
same principles and energy to your present area and you 


won't have to worry about a drop in business 


CBaBsdo heegon 


EDITOR 
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Type N-SD 


Service Drop Cable wit copper or aluminum conductors 


YOUR CHOICE OF INSULATIONS: 
neoprene 


polyethylene 


TO HELP CUT THE COST of service connections, 
Anaconda now offers an outstanding service 
drop cable. It costs less . . . is highly depend- 
able .. 


resistant. 


. durable . . . and extremely weather- 


TWO INSULATED CONDUCTORS are wrapped 
around a bare neutral messenger so that the 
full support of the assembly is borne by the 
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costs less 


from pole 


weatherhead 


messenger wire. The conductors remain free 
of tension. 


ASK YOUR NEAREST Anaconda Representative 
for full information on this up-to-date 
AnaconnA Type N-SD Service Drop Cable. 
Or write for descriptive Bulletin DM-5121 
to Anaconda Wire & Cable Company, 25 
Broadway, New York 4, New York.  sesssa 


WIRE AND CABLE 


FROM WEATHERHEAD TO METER, SILVALINE IS BEST 
Weatherproof Silvaline* (URC Type SE) is Anaconda’s 
completely new service entrance cable. It handles easily, 
offers long service life, and its silver finish coating 

may be painted without danger of discoloration. Silvaline 


is approved for installation from pole to house to meter. 
Trademark 











SAFE « DURABLE « DEPENDABLE 


Heavy Duty Plugs ana 
Receptacles 


FOR PORTABLE ELECTRICAL EQUIPMENT 


Pyle-National plugs and receptacles are built to withstand the most 
severe operating conditions, as proven by years of remarkably depend- 
able service in a wide variety of industrial applications. The many sub- 
6tantial construction features of this extensive line of plugs and re- 
eeptacles and the high quality of materials and workmanship insure 


gafe operation, uninterrupted service and long life. 


QuelArc* e Circuit Breaking Series Unique partitioned in- 
sulation provides long insulated paths through air and across surfaces 
for exceptional protection in these current rupturing devices. Cast 
metal housings, high grade insulation and individually renewable 
contacts insure long service life. Ratings 20, 30, 60, 100 and 200 amperes, 
250 volts DC, 600 volts AC—2, 3, and 4 pole—grounded through shell or 
extra pole. Threaded cap, plain and hinged spring door housing styles 


are available. 


*TRADEMARK REG. U. & PAT. OFF 





Interchangeable reversible contact units. 
» 2, 3, 4, 6, 8 pole 


1 


Triploc * and Multiple-Circuit Series 


A line of exceptional versatility, unequalled 
in the heavy duty field, with a virtually 
sd number of assembly combina- 
tions for varied applications. Offers a selec- 
tion of 1, 2, 3, 4,6 and 8 pole contact units 
which are interchangeable and reversible in 
any single set of housings. Many types of 
housings available of pressed steel with 
automatic lock and of cast metal threaded 
for watertight gasket seal. Multi-Cireuit 
housings with 2,3 and 4contact units avail- 
able for combinations up to 32 poles. Ratings 
15 and 20 amperes, 250 volts DC, 460 volts AC 
circuit breaking. Pressed steel fusible and 
fuseless plugs measure only 1'%6" outside 
diameter. 


Midget Tripl0ce series same con- 


struction features as Triploc except for 
much smaller outside diameter of plug 
shell—only 14". Interchangeable and re- 
versible contact units—2, 3 and 4 pole —are 
of the flat blade type. Rated 10 amperes, 
250 volts; 15 amperes, 125 volts. 





General Purpose Series Available 


with cast metal housings in many types for 
circuit breaking and disconnect service. 30 
amperes, 125 volts DC, 250 volt AC—1, 2, 3, 
4, 5 and 6 pole. 60 amperes, 250 and 600 
volts—3, 4 and 5 pole. 100 ampere, 250 and 
600 volts—2, 3 and 4 pole. Also many special 
types, fusible and fuseless, for varied ap- 
plications. 





THE PYLE-NATIONAL COMPANY 


1352 NORTH KOSTNER AVENUE, CHICAGO 51, ILLINOIS 


BRANCH OFFICES AND AGENTS in principal cities of the United States and Canada. * EXPORT DEPARTMENT 
International Rail Supply Co., 30 Church St., New York. * CANADIAN AGENT: The Holden Co., Ltd., Montreal 


CONDUIT FITTINGS ©* FLOODLIGHTS * TURBO-GENERATORS + 


46 


GYRALITES «= 


MULTI-VENT AIR DISTRIBUTION 
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April-May Projection by ELECTRICAL WHOLESALING 


Electrical Wholesale Distribution 
March 1952 


SALES March sales of electrical goods wholesalers, all 
classes of houses combined, rose 2 per cent over the pre- 
vious month in a gain smaller than the normal seasonal 
trend, but declined 22 per cent below March sales a year 
ago (which, in turn, were 35 per cent greater than March 
1950 sales) 

Cumulative sales for the first three months of 1952 con- 
tinued 24 per cent behind the first quarter sales of 1951. 

At the class of house level, March sales stacked up as 
follows: 


e Full-line wholesalers showed an increase of 4 per cent 
over February—the only class that bettered its mark of 
the previous month. Compared with the level for March 
1951, however, the full-liners indicated a drop of 20 per 
cent, a decrease which actually was the intermediate one 
for the three classes 


e Wiring supplies and construction materials distributors 
showed decreases on the basis of both comparisons: their 
March sales were 2 per cent under the level of the previous 
month and 12 per cent under March 1951. 


e Appliances and specialties wholesalers reported the prin 
cipal decline, 7 per cent, from February 1952 sales. Com 
pared with the level for March of last year, this group 
also indicated the major drop, 36 per cent. 

Estimated total sales of all electrical goods wholesalers 
for March amounted to $393 million, $9 million below 
the February estimate and $146 million under the March 
1951 estimate. 


(Business Index: March 1952—456; March 1951—-582 


Other Figures of the Month 


thousands) 


Housing Starts (in 
Private Expenditures for New Construction (in millions) 
Public Expenditures for New Construction (in millions) 
Farm Income (seasonally adjusted, in billions) 
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INVENTORIES Ac March, 


(valued at cost) of electrical goods wholesalers, all classes 


the end of inventories 
of houses combined, climbed 2 per cent above the Feb- 
ruary level and were 14 per cent higher than the dollar 
value of stocks on hand March 31, 1951 

Measured against these same months, March inventories 
of the three classes of electrical distributing houses indi- 
cated the following levels 


© For the second month in a full-line wholesalers 
gained in both categories—18 per cent over March 1951 
and 1 per cent above February. This marks the third con- 


secutive month that an inventory increase over the pre- 


row, 


ceding month has been reported by this group 


e Wiring supplies and construction materials distributors 
continued to report enlarged Their 
stocks rose 4 per cent above the February level and 7 per 
1951 


inventories, too 


cent over the level for March 


e Conforming to the pattern for March, appliances and 


specialties wholesalers also indicated an inventory gain 
over the previous month's level. This increase amounted 
to 7 per cent, by far the greatest for the three classes. Com 
pared with the level for March 1951, however, the appli 
ances and specialties group showed a 9 per cent drop 
Total inventories of all electrical goods wholesalers wer¢ 
$760 million. At the 


stocks on hand represented approximately 67 days’ | 


estimated at current rate of s; 


ness, about 4 days’ supply more than reported for | 
ruary and 21 days’ more than on hand March a year 


(Business Index: March 1952—698; March 1951 


Latest 
Month 


1946 
Average 


Preceding Year 


Month Ago 
April 
April 
April 

March 


108.0 
$1,656 
$815 
$19.6 


96.2 
$1,691 
$697 
$20.2 








Electrical Wholesale 


REGIONAL ANALYSIS 


't D by the West South Central area, four of the nine 
geographic regions reported March sales 1 to 10 per cent 
above February levels while three others indicated small 
declines and two showed no change 

Compared with March a year ago, however, all regions 
indicated sales dips ranging from 11 per cent in the West 
South Central area to 30 per cent in the West North Cen 
tral division. 

In terms of cumulative sales, 1952 
1951, all continued to report 
ramged from 18 per cent for the South Atlantic area to 
30 per cent for the West North Central division. 

Only two of the nine regions indicated inventory drops 


measured against 


regions declines. These 


under the previous month's level. Of the two, the Middle 
Atlantic area showed the greater decline—4 per cent. At 
the other end of the pole was the East South Central 
division, which registered a 7 per cent gain 

A comparison with March 1951 levels, however, shows 
inventories up in all regions. The gains started at 1 per 
cent for the Middle Atlantic division and climbed to 21 
per cent for the New England area. 

Only the West North Central area, with a 78 days 
supply of merchandise on hand, did not conform fairly 
closely to the national average of 67 days’ supply 


KEY TO MAP 
States comprising Geographic Regions 
Ve. N. H., Mass., R. I., Conn.; Middle Atlantic 
N. J., Pa.; East North Central (3)—Ohio, Ind., IIl., Mich., Wis.; 
West North Central (4) Minn., lowa, Mo., 


48 





Distribution 
MARCH 1952 
Figures in this table apply to the 


geographical divisions as outlined and 
numbered in white on map above. 





SALES INVENTORIES 
March 1952 March 1952 
Compared in % with Trading Compared in % with 
Feb. Mar. Region Feb Mar. 
1952 (See Map 1952 1951 

0 2 1-21 


WONAUPWN — 








New England (1 Me., 
oe. te 


N. D., S. D., Neb., 


Kan.; South Atlantic (5)—Del., Md Va., W. Va., N. C., 
S. C., Ga., Fla.; East South Central (6 y., Tenn., Ala., Miss 

West South Central (7)—Ark., La., Okla., Tex.; Mountain (8) 
—Mont., Idaho, Wyo., N. M., Colo., Ariz., Utah, Nev.; Pacific 
(9)—Wash., Ore., Calif 
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Proudly ... we announce 
our new company name, and 
our ultra-modern new Plant! 


Morrisville (Philadelphia), Pa. 


Two PROUD EVENTS in our 50-year history—(1) the construc- 
tion of our new plant adjacent to the Fairless steel works at 
Morrisville, Pa.—and (2) the conversion to using our nation- 
ally-accepted “Brand Name”’ as our new official company 
name . . . PITTSBURGH STANDARD CONDUIT 
COMPANY. The quality of manufacture so inherent in our 
Enameled Metals Company name—is now to be increased 
with new capacity, new modern equipment, greater steel 
tonnages, and faster service to our nation-wide markets 


Now more than ever, for better wiring protection, look to 
PITTSBURGH STANDARD—“The Standard of The 
Trade.” 


Rigid Steel Conduit and E.M.T. 
Electro-Galvonized 
Black Enameled 
Hot Dip Galvanized 
Elbows, Nipples, Couplings 
Briege! E.M.T. Fittings 
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OFFICES: 
61 Bridge St. 
Pittsburgh, Po. 


Ss 
MR IQMXV 


RCS Ds 


Sv 


V, 


Yi, 
Yj, 





I SRS 


CONDUir CO. 


PLANTS: 
Etna, Pa. 
Morrisville, Po. 





ai 








In portant 


men 


Lighting Jo 


oe are NOW 


ds bry ‘Y 


Electro 
Manufactu ring Corp. 
and 
Brig he L 1g ht 


Reflector Company 
(SILV-A-KING) 


combined into 


Electro SiWv-A-King 


¢ 0 R P OR ATI O 





More than half a century of lighting ex 
perience and the facilities of two well-known 
organizations have now been combined into 
one of the industry's most important and com 
prehensive sources for all lighting equipment 


Through this consolidation, ELECTRO sILv-A 
KING INC. is now in a position to insure more 
efficient, more rapid and more economical 
service from two main points of production 
and distribution 


Regardless of your location, an experienced 


. 
Pee 


lighting engineer from the combined, nation 
wide sales staff is readily available for con 
sultation and assistance on every problem 


From this one, dependable source, you can 
now select lighting equipment for all com 
mercial and industrial installations—indoors 
ind outdoors. The extensive ELECTRO SILV-A 
KING line of incandescent and fluorescent fix 
tures is manufactured to meet the industry's 
most rigid requirements . . . guaranteed to 
assure complete satisfaction in every detail 


Offices in all Principol “bE lactro Silv-A-King CORPORATION 


FACTORIES: 2000 WEST FULTON STREET * CHICAGO 12, ILLINOIS 
FAIRFIELD AND STATE + BRIDGEPORT 5, CONN. 
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Decentralization of industry is 
bringing an increasing amount 
of industrial maintenance and 
light construction business into 
the areas normally served by 
the smaller electrical supplies 
distributors. The wholesalers 
and salesmen who prepare for 
the specific needs of this prof- 
itable market are on... 


The Road to More Industrial Business 


ALES opportunities for the electri- 
cal supplies distributor and those 
salesmen serving the smaller cities 

and the communities in the periphery 
of metropolitan centers have continued 
to develop over the past few years be- 
cause of the decentralization of indus- 
try, both civilian and defense. Coupled 
with this spread of manufacturing and 
processing plants into areas far from 
the traditional “industrial sections” 1s 
the necessity for complete electrifica 
tion of older concerns who must meet 
the new concerns in a Competitive 
market 

This industrial development in the 


smaller wholesaler’s “backyard” rep 


resents an opportunity the wholesales 


and his salesmen can't afford to over 


look. With the advent of these new 


industries and the conversion of older 


plants ha 
factory local supply of industrial main 


satis 


s come the need for a 


tenance goods for day-to-day opera 
tional needs and for small construction 
needs. And a survey shows that these 
industries, no matter how large, prefer 
to purchase the majority of their elec- 


loc al 


regardless of the special attention and 


supplies from a source, 


trical 


special service that wholesalers in the 
nearest metropolitan center are willing 
and able to supply. 

e The Big If—At the same time, the 
| firms that 


local electrical contracting t 
han the maintenance and electrical 
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By Howard J. Emerson 


construction needs for the smaller in 
dustrial firms prefer to buy their sup- 
plies at the same source where they 
acquire goods for residential and com 
mercial work. They both prefer to buy 
if the local electrical distrib- 


anticipates the 


locally, if 
utor understands and 
needs of modern industrial plant oper 
ation, and the salesmen and other per- 
sonnel are trained to assist the indus 
tries and the maintenance contractors 
in meeting their electrical problems 
During World War Il, hundreds of 
electrical wholesaling concerns showed 
their 


C ipture 


ability to adjust themselves to 


new busine SS inith 


( pport 


and to improve their service 


nation as they developed or au 


their industrial 
The 


zation of industry that ¢ 


electric supplies fa 


cilities even greater decentrali 


ime afrer the 
war made for other whole 


} 


iInagustry 


it necessary 


salers to become supp! ers to 
and to the contractors who serve in 


dustrial customers 


e What To Do—Butr the 


is not yet complete. Many more whole- 


transition 


salers will have to organize their con 


cerns to meet some needs of local 


industry. Others will have to improve 
now have, if 


And 


greatly the facilities they 


they expect t main competitive 


for the salesman, it is a never-ending 
transition, for electricity-in-industry is 
a market in which the salesman must 
keep up-to-date daily 

ELE 


presents in 


In the following phot 
TRICAL WHOLESALING 
analysis of the 


tudy 


service 
Calif, 


from a concern established profitably 


transition of 


Electric Supply Co., San Jose 


as a “contractor's wholesaler” to one 

that is now able to service adequately 

its share of the industrial maintenance 

and construction business that has come 

to the San Jose irea so fr P lly 1 [ 

so rapidly, in fact, ¢l 
fastest 


t 


rt strial se tion of the Oo 


e Tribute and Guide 


ot Service Elect 


to the hundreds of oth 
sale organizat 

eg al or bette 
selves to serve 


And it 
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year unter 


CONTRACTOR'S HEADQUARTERS for 3 


f Service Electric Supply C a typi 


fies 


f 


the foundation aler’s business—a 


undation on which local t | in an be developed 


He Has a Foundation of Contractor Business 


O BETTER foundation for developing industrial busi 


ness can be found than a background of service to 


local electrical contracting concerns. The emphasis on per 


sonal service to the customer regardless of order size, the 


willingness to work on the prospect's problems no matter 


how big, the need to anticipate even small needs, the 


practice of making the wholesaling house a storehouse of 


electrical knowledge as well as goods are fundamentals 


long-developed in normal distributor-contractor relation- 
ships. When expanded and adapted, they become the basis 
the service that industrial concerns need and expect 


Henry Guilberr, 


for 
Founded 30 years ago by the late 


52 


Service Electric Supply Co. is the outgrowth of an elec 


trical contracting concern in the heart of one of the rich- 


est agricultural and fruit-growing counties in the 


It built and maintained a sound business with the 


country 
large 
and small local electrical contractors 

Today, under the ownership of Mrs. E. A. Guilbert 


and the management of sons Howard and Elbert, Service 
mainstay 


Electric continues its contractor business as the 


of its operation. In many ways it serves to keep the ci 


vilian and commercial life of its area humming. At the 


same time it keeps the contractor business which repre 
dollar 


lun 
volume 


sents the “bread and butter 
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(oe 
HOUSE WIRING by loca! contractors like Faro Electric Co. (above 
has been the mainstay of small wholesaler. Service Electric 
Manager Howard Guilbert (right), in close work with contrac 
tors, establishes contacts for industrial business they take on 


MAINTENANCE of civilian economy continues as a market for the 
local wholesaler, comes closest to type of jobs he will meet in han 
dling industrial business. Howard Guilbert discus 


YMCA with Manager Charles Wilson and maintenance man Orth 


equipment for 


COUNTER GOODS have always been a profitable extra for Service 
alesmen as they cover the San jose area. Continuation of these 
many civilian markets is necessary to the small wholesaier regardle 

»f the amount of industrial business he obtains 


COMMERCIAL construction and remodeling, as at thi 
tore, brings Service salesmen like Ysidr Lar r 
touch with contractors big enough t har 


trial maintenance and light construction when it « 





SMALL APPLIANCES are a profitable item for smal! 
city wholesaler selling counter g | 
tores. Elbert Guilbert (left 


discusses lines with Toastmaster 


REPAIR PARTS and supplie 
garages and appliance repair shor 
Delaney, San Jose, are another foundat 


local business on which Service Electric 





SERVICE for customers includes IMPROVED FACILITIES for handling supplies, RECORDS become even more important 
nearby parking lot, which Food Ma- particularly in larger sizes and weights, was when dealing with large industrial cus- 
chinery Corp. man uses for quick part of Service Electric's program to meet the tomers. Inventory control and purchasing 
pickup of 60-amp, 575-v switches. needs of the San Jose area industrial market records are kept on Visirecord forms 
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ALESMEN from Service Electric Supply Co. were 
calling on wiring contractors and electric shops, sup- 
plying the electrical needs for remodeling and home build- 
ing, commercial establishments, farms and food processors 
back in 1939. Then came the change that was witnessed 
in so many normally non-industrial areas of the country. 

The peaceful tempo of the San Jose area, a flat fertile 
valley 50 miles south of San Francisco, was broken as 
one industrial concern after another broke ground for 
factories that would enjoy the moderate year-round cli- 
mate, plentiful gas and electric power and lots of land 
and lots of labor. 

But this change in Service Electric's market area didn't 
show full speed until the war ended. Giant new factories 
like G.E.’s motor plant and Owens-Corning’s Fibreglas 
plant received the national publicity, but they were only 

i a handful of the hundreds of smaller industries which set 
GROUP STUDY prepares the whole outside staff of Serv 

ce Electric to meet problems better in dealing with the 

ndustrial market. Staff groups about instructor dur- 

ng break 1ES-sponsored industrial lighting course 


IMPORTANT INFORMATION to build up Service Ele CALLS ON CONTRACTORS in Service Electric’s area give Howard 
tr taff's knowledge of industrial electrical equipment is Guilbert a better knowledge of the types of industrial business 
given by V. W. Kostick of Cutler-Hammer, here explain- being turned over to contractors by local industries. At Pfeiffer 
ing the new model type A motor circuit safety switct Electric he sees Webster Electric Co ystem for industrial plant 


| ) MADOR 
\ Lrie Heal 


_— 


2 Ag 
‘Toe. 





SPECIFIC NEEDS of industria! firms are 
learned by Guilbert through personal 
visits. At Owens-Corning he talks with 
Purchasing Agent Borden Melton 


wide knowledge 
them create a 


up shop amidst the prune and apricot orchards of the 
valley. In addition, the existing concerns, mostly food 
processors like Del Monte and Beech Nut, began recon 
ditioning and electrifying their old and war-weary fa- 
cilities. 

With such a market picture before it, Service Electric 
had to consider its ability and its facilitites for serving 
these industries. And while it was somewhat later than 
other local wholesalers in developing its potential in this 
field, Service Electric set about slowly and steadily to get 
its share of the new market for industrial electrical 
supplies 

Service Electric management learned that adequate 
preparation is necessary to make the average contractor's 
house ready to handle a wide variety of industrial busi- 
ness in such a manner that various industries will supply 


and repeat business that produces a profit 


NEW LINES are added to the 
Co. to better fit the firm for 
Mrs. E. A. Guilbert, 
Howard and Elbert, c 


stock of 
handling 
Service Supply 


new Sealtight 


local industrial bu 


ness owner, and her 


nsider flexible 


Electric Mfg. Corp 


Him for the Industrial Market 
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indu 
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sons, 
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product story 


CALLS on manufacturers give service staff EMERGENCY SERVICE was added 
of 


when Service Electric t 
dustrial business. Odd-hour pickup 
delays Elbert Guilbert's golf 


and make 
At Pacific 
see utility equipment 
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Now This Profitable Business Is His 


fs 1952, approximately 40 per cent of the dollar volume 

of Service Electric Supply Co. will come from sales of 
electrical materials to industrial concerns and to the local 
contractors who handle industrial maintenance and con- 
struction. Therefore, if it reaches its anticipated $500,000 
gross, it will realize about $200,000 as the direct result 


of its effort to prepare its facilities and its personnel for 
the needs of the industrial market 

Service doesn't get and doesn’t expect all the industrial 
business in the San Jose area. It is generally considered 
by observers that the bulk of that business goes to com- 
petitor Buckles-Smith Co., a 13-year-old concern man- 


MOTORS and controls provide largest part of local whole 
saler's industrial market. One Service Electric customer 


U. S. Products, has bank of switches for circuits to motors 


at various machines, indicating number of motor controls 


aged by experienced and well-known R. W. Buckles, Gene 
Smith and Jim Messina, which has made a competent 
and successful play for industrial business since its 
inception. 

Service Electric, unlike Buckles-Smith, had to manage 
a transition job in which its foundation of years of serv- 
ice to contractors could not be jeopardized while it sought 
industrial business. In this, Service Electric has been suc- 
cessful and at the same time representative of the transi- 
tion that hundreds of small wholesalers across the country 
have made as they sought to increase their industrial 
business 


UNLIMITED MARKET awaits smal! city wholesalers as indus- 
try electrifies and new industries move in. Six motors and 
controls are identifiable in just the foreground of this 
photo of food processing plant served by Service Electric 


EXAMPLE of the siant new factories being built in what was once suburban 
areas is this new General Electric motor plant. Even General Electric is an occasional 


customer for local wholesaler Service 


Id a Fostoria localized machine lighting 


Electric. The San Jose wholesaler recently 
set-up to the G.E. plant pictured here 
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INDUSTRIAL LIGHTING is a big market for Service Electric PANELS that are a far cry from a bungalow service en- 
and other local wholesalers because it may be purchased trance are now part of Service Electric's sales as it supplies 


in small lots as individual locations require it. Here equipment for the highly electrified plants like suNn< 
industrial fluorescents are installed in San Jose _ factory garden, where Howard Guilbert checks new installation. 


HEAVY-DUTY EQUIPMENT sales are made by Service ELECTRONIC CONTROLS test Howard Guilbert's new 


tric when it deals with Owens-Corning Fiberglas Corp ndustrial knowledge but bring him fitable | 


Fiberglas processing room where ceilir le Mayfair where he sells electronic 


dried n belt under bank i arec S phane bag folder and sealer machine 
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Running family errands during selling hours. 








Servicing the car and reading the sports page. 


Ten Ways To Squeeze More 


OST motion is an expensive thing. This year it will cost 
the typical wholesaler’s salesman ten per cent or more 
in sales. Practically every salesman has a few small 

time-consuming habits that eat into his day's selling time 
to the tune of one more sales call per day. 

Stop and think. Adding one more call each day that 
would bring in an average sale of just $100 would mean 
an annual sales increase of $25,000. The salesman’s com- 
missions from that amount of plus business is well worth 
pursuing. They would buy a lot of groceries and cover 
a lot of mortgage payments. Squeezing the selling day 
for one more call pays definite, traceable dollars-and-cents 
dividends for the salesman and his company. 

Where can a salesman pick up enough time for one 
more call? The answer is different for every salesman and 
for every sales territory. Every salesman’s selling habits 
are different, and there is a big variance in buyer's 
habits in various sections of the country. Here are a 
few of the places a salesman might look to pick up enough 
selling time to make a plus call each day: 


BUYERS TO LUNCH 


One sure way to get in one more call is to take a 
buyer to lunch each day. Sure, this costs at least a dollar 
a day but the increased sales that this regular practice 
would bring in should repay that dollar five to one 


BACKTRACKING 


Laying out and following a definite weekly route list 
will save travel time. Planning the week's travel to mini- 
mize lost motion in travel will save a few hours of selling 


} 


} h evening to 


time each week. Taking a few minutes eac 


58 


figure out how you can make your calls with the least 
amount of backtracking will save selling time for you 
the next day. 


HOTEL RESERVATIONS 


One by-product of a definite weekly route list is that 
a salesman can write in advance for hotel reservations, 
so that no selling time is lost battling for a hotel room. 
Making these reservations in advance not only saves 
selling time; it gives a salesman peace of mind so he can 
do a better job of making his sales presentations 


TRAVEL COMPLETE 


Valuable selling time is lost when a salesman travels 
with an incomplete set of tools: a sales case that does 
not include all of the selling helps that it should or a car 
that does not contain the properties the salesman needs 
to reinforce his word story. Looking for things in an 
untidy sales case or running out to the car for something 
that the salesman should have under his arm kills valuable 
selling time. 


SHORTER INTERVIEWS 


In some sections of the country, buyers are offended 
when you cut interviews short. This is not generally true, 
however, because buyers are busier than they have ever 
been, There are more salesmen calling on them and there 
are more administrative headaches, such as controls and 
taxes, than buyers have ever had before. Most buyers 
appreciate a short, snappy presentation. 

It is easy for a salesman to spend, without realizing he 


is doing it, a disproportionate amount of time with the 
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Traveling with an incomplete set of sales tools. 
































Not knowing the habits of buyers and stores. 


Calls Into a Day's Selling 


accounts he really enjoys calling on. This is the first place 
to look if a salesman wants to cut down his interview time 
Usually this extra time can be spent much more pro- 
ductively if it is used for calling on the tough, unpleasant 


buyers who are not giving the salesman any business 


THE CAR AND THE SPORTS PAGE 


Servicing the car is a must and keeping posted on 
sports events is almost a must, but neither of them need 
to be done during selling hours. Quite a few salesmen los« 
20 or more minutes each day getting the car serviced 
during selling hours or perusing the sports page while 


competing salesmen are making their first call 


FAMILY AFFAIRS 


One of the most common ways salesmen lose a call a 
day is by running family errands such as buying groceries, 
mailing packages or shuttling the kids to and from school 
If the income value of an extra call a day is explained to 
the wife, she is usually willing to hold her errand requests 
down to a minimum. In any event, a good proportion of 
the family errands that are run during selling hours could 
just as well be done after selling hours. 


LEARN HABITS OF BUYERS AND TOWNS 

Most buyers and towns have definite habits. A salesman 
can multiply his selling effectiveness by making mental 
or written notes of the following: 


e The afternoons that stores in a town close 


e The days that buyers are usually o of the store 
e The hours when buyers are most receptive 


salesmen. 
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e The buyers who resent early morning calls 

e The buyers who like to go to lunch with salesmen 
An intimate knowledge of this kind of buyer and town 
abit will save backtracking and wasted calls, and will 


increase the effectiveness of selling calls 


COORDINATE PLANS WITH FACTORY MAN 


Where manufacturers’ salesmen or promotion 
on the same accounts that a wholesaler's salesn 


these travel schedules should be coordinated. If 


not, then there is often duplication of effort. The 

the manufacturer's representative is too soon 

saler man’s call or just before it, with the result 

buyer has a feast and then famine so far as sales coverage 
s concerned. Spacing these calls and planning 

ount objectives with a minimum of lost 

coverage is another way for the salesman 


productivity 


WAITING FOR BUYERS 
While 


the equivalent of one more call by 


sale sman watts to see a 


salesman. He can tell them about his products 
uses and how to sell them. Retail salesm« 
iterest. The more they know abou 
can sell it 
to the buyer 
e all sorts of lost motion in the selling day 
lesman, most of which are not realized by t 
in. Lost motion is an expensive thing. It 


direct bearing on every salesman’s incor 











A Quick Look at: 


rize-Winning 
ighting Jobs 


IGHTING progress in the United States and Canada 

was glamorously portrayed at the Fourth International 

Lighting Exposition and Conference. There, a total 
of 287 prize-winning entries in the 1952 Merit Award 
Competition studded the Court of Honor in the exposition 
hall of the Cleveland Auditorium—all brim-full of fresh, 
constructive approaches in the field of industrial, com- 
mercial and institutional lighting 

All the newest trends in lighting—luminous ceilings 
of plastic and glass, light and sound conditioning in one 
package, logical luminaire and equipment selection, 
shielded low-brightness lighting systems and exacting 
combinations of light sources—were incorporated into 
these dramatic installations. Cream of the 1952 crop of 
Merit Award entrants are the Gold Seal Award winners, 
many of whom were electrical distributors’ lighting spe- 
cialists 

On these pages is a pictorial demonstration of this 
lighting progress. It is the story of these lighting special- 
ists—their entries, the problems they faced, the splendid 
results they achieved. 


WINNER 


W. H. Atkinson, Graybar Electric Co., 
with H. G. Hrivnatz, Houston Light & 
Power Co. Gold Seal Award 





HIS 
PROBLEM 


To present a pleasant architectural at- 
mosphere and also give the proper levels 
of illumination consistent with good 
merchandising. 





HIS 
SOLUTION 


Combination fluorescent skylight lumi- 
naires and recessed incandescents were 
used to provide an average illumination 
of 33 ft. c. Adjustable spots give a level 
of 110 ft. c. on manikins; fluorescent 
lamps in showcases provide 62-72 ft. c. 





WINNER Harry F. Gill, Graybar Electric Co. 
Gold Seal Award 


Thomas J. Fifer, Westinghouse Electric 
Supply Co. Gold Seal Award 





HIS To provide adequate level of illumina- 

PROBLEM tion for all forms of athletics. Field 
house is divided into two sections, sep- 
erated by mesh screen into basketball 
court and general sport arena. 


To relight business area of small com- 
munity to present-day standards of safety 
and to satisfy commercial interests in 
the community for both day and night 
time appearance 





HIS Porcelain-enamelled open-end reflectors 

SOLUTION were installed in double rows between 
girders for full length of field house. 
Each section composed of three pairs of 
fixtures of two 96-in. T-12 lamps per 
luminaire. Fixtures on both sides of cen- 
ter directed slightly toward center. 


Mercury vapor street lighting luminaires 
were installed with 56 ft. staggered 
spacing. Aluminum reflector luminaires 
were mounted 31 ft. 6 in. above ground. 
Calculated average (initial) intensity of 


2.5 ft. c. was achieved. 





G. E. Pieper, Metals & Controls Corp., 
with D. W. Somes, Graybar Electric Co. 
Gold Seal Award 


James M. Arthur, Graybar Electric Co. 
Merit Award with Distinction 





To produce lighting in rolling mill 
which will be glare-free and of high 
intensity, and that the visual environ- 
ment be as nearly ideal as possible 


Area allotted to lobby space in hospital 
was cluttered with beams and air con 
ditioning ducts. Objective was to pro- 
duce an attractive, well illuminated area 
that would cover up any sore spots 





Intensity of 70 ft. c. of diffused, glare- 
less illumination is provided by four 
continuous rows of Alzak aluminum 
units of direct-indirect type. Installed 5 
ft. on centers with suspension of 6 in. to 
top of reflectors, upward light provides 
greater light diffusion. 


The overall ceiling was selected. Re 
stricted space above caused illuminating 
strips to be spaced on fairly wide cen- 
ters and close to plastic louvers. Aver- 
age intensity at counter top is 55 ft. c. 
Brightness of ceiling is 45 ft. 1. 





W. E. Watson, Graybar Electric Co. 
Gold Seal Award 


J. E. Donaldson, General Electric Supply 
Corp. Gold Seal Award 





To achieve uniform level of illumination 
throughout sales area of furniture store 
having 6730 sq. ft. of floor space. Low 
ceiling in window area leads into high 
ceiling (10° 8”) of sales area. 


Illumination of office area of two sec 
tions to obtain maximum visual comfort 
for detailed office work, sound proofing 
and high lighting intensity with low 
surface brightness. 





Sales area is dotted with 24 in. square 
reflector units using silvered bowl lamps; 
ceiling cove has single-lamp slimline 
strips, wall cove has double row of T-12 
slimlines; window areas have 91 recessed 
reflector floods. Average level of 80 ft. « 
provided in sales and display area. 


Single-lamp deep troffers with aluminum 
reflectors and cross baffles on 6 in. cen- 
ters were installed in continuous rows 
3 ft. on centers running across direction 


of view of personnel. Fixtures suspend 
metal-pan acoustical ceiling at height of 
10 ft. 6 in 











The Appliance Distributor and Defense 


HE electrical appliance distributor 

can and does render vitally impor- 

tant services to military establish- 
ments in the distribution and servicing 
of commercial and domestic electrical 
appliances. 

These appliances, indispensable to 
the civilian economy, are just as in- 
dispensable to the military and many 
of them are of vital importance to de- 
fense-supporting industries in order to 
maintain and build maximum worker 
efficiency. They are necessary to food 
preservation, preservation of medicines 
health and well-being 

Today the appliance distribution in 
national network of 


dustry is a vast 


individual organizations operating at 
the local level in every strategic area 
throughout the country 

e Open Secret—The prime function 
individual distributors is the 


ke cal stocks 
r fast delivery. This is the 


of these 


carrying of warehouse 


ay tilabl f 
of successful distributor oper- 


tion—the reason that the sales vol- 


ume of the industry is measured today 
in billions of dollars. The appliances 


required must be readily available 


nd where needed 


Burt this 


when 


s only the first of the serv 


ices rendered by the appliance distribu 
In addition to his local warehouse 


es, he maintains a ‘ware- 


house” of information as to the correct 


electrical appliance to fill the need, 


proper installation and its most eth 


cient operation He provides this nec- 


essary information accurately and 


promptly—constantly revising it to 

meet product changes 

idition, selected members of the 

; staff are trained to furnish 
j 


engineering and other specialized as 
sistance ing to appliances and their 


appie 


These listribut rs Carry su 


stantial 
| r t | I } 
stocks Of repair parts anc lave sub 
stantial repair facilities. This service 
continuity of 


necessary to assure 


pliance op 
[To give a of the size of 


] \ 
1 distributor's service establishment, I 


will cite my own comy 


We carry in st 


r of a million dollars 


ck CONTINUOL sly 
a quart 
repair parts. Our service dep 
employs 200 people of which 


50 per cent are experienced 
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By E. B. Ingraham 
President 


Times Appliance Co., Inc. 
New York, N. Y. 


and qualified servicemen. A substan- 
tial number of these men have been 
in our employ between 20 and 25 years 
and are fully capable of servicing any 
of the hundreds of different products 
that we sell. Our service department is 
equipped with a wide variety of test- 
ing equipment, machine shop, respray- 
ing equipment, etc. This type of serv- 
ice setup provides for field service on 
short notice 

In all fairness, 1 might say that this 
kind of an operation is duplicated by 
many of our competitors. Whereas the 
size of the establishment and the num 
ber of people employed would depend 
entirely upon the size of the com- 
munity, I can say that such establish- 
ments properly equipped and staffed 
are in existence in every city and town 
in the country which boasts of an elec- 
trical appliance distributor. 
e Backed Up by Service—It is a 
fact borne out by long experience that 
every electrical appliance must be sup- 
ported by service. In a large area such 
as New York, any one of the large ap 

iance distributors has to be prepared 


to accept, process and handle during 


the peak season as many as 800 calls 


licatic n of the 


one day. This is no ine 
quality in any of the products 
is an indication that there is a 


ge number and a large variety of af 


pliances in use by the public. Further 
as many as 50 per cent of these 
hy 


ner instructional calls or 


ters of the so-called “nui 


rvice is essential 
1 and mainte 
nance of the electrical appliances 


World War II as a 


almost all of 


we can use 


criterion the electrical 


pplances previously listed will be 
in greater or lesser degree by 
itary and by war industry 


ler present-day conditions, and 


an all-out defense ef 


under 


licary establishments of one 


nd or another will be operating in 


illy every part of the country 
lectrical appliance distributors 
ly to work with these military 


establishments in connection with any 
of their appliance requirements 

Proper application, instruction, op- 
eration and uninterrupted service are 
all essential to the welfare of these 
military establishments. Local electrical 
appliance distributors are in a firmly 
established position to help them at- 
tain these objectives. 
e Transition Is Easy—Converting 
the services of the appliance distribu- 
tor from civilian to military and de- 
fense needs poses no problem for the 
distributor. The self-same services that 
he is rendering today to his custom- 
ers in this partially civilian, partially 
defense economy would vary but little 
from those he would be required to 
render under an all-out defense econ 
omy. There would be no time factor 
involved in conversion of services. 

[rained technical men have already 
undertaken a variety of directly related 
projects such as 

o Food 


Forces. 


packaging for Armed 


e Cable assembly and cable harness 


assemblies; light assembly work on 


electronic equipment; processing and 
packaging of orders for kits compris- 


ing multiple items of electrical and 


electronic equipment for domestic and 
overseas shipment. 


e Manufacturing of coaxial cable 


ind special electronic wires and cables 
industrial mobilization contract 
> Ma } ' } 1 o 
Machine shop manufacturing of 
yrecision parts for 
ition industf 


e Manufac electronic equip 


for Navy specialized activity in 


elopment,.design and production of 
synchro, servo and 


extremely accurate 


resolver motors—$15 million backlog 
present. In addition, a vast reservoir 


f highly experienced technically edu 


cated personnel capable of doing an 


tstanding job for the Department of 


distribution industry 
needs of the military 
Its c nstant purpe se 1S to keep its fa- 
lities, services and 
ing and hI 


na apic 


personnel a will- 
contributor to the na- 


tional defense program 


address delivered before 
nse officials at the Pen- 


April 10, 1952. 


from an 
$ Def 
ngton, D. C 


° 
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proveo BY ON-THE-JOB perrormance! 


REVOLUTIONARY { TYPE “RA” 


2 4 


MOTOR STARTER 


‘ 
leading manufacturers of a wide variety of electrical equipment | y 
have recognized the ability of Arrow-Hart ‘Right Angle” Motor > 
Controls to bring out the in-built performance of their top quality, 

electrically powered and operated tools and machinery. They 

are taking advantage of the many advanced “RA” features to 

provide their customers with more compact, more convenient 

control panels; greater controlability; and added performance. 








¥ = 
‘ 7 6... cay THE ARROW-HART & HEGEMAN ELECTRIC CO 
> 3 j =. HARTFORD 6 ONNECTICUT 
on. ’ 4 
— Wat C 
ak . JUST A FEW OF THE MANY FIRMS 





TO ADOPT “’RA’’ CONTROLS 





WARNER & SWASEY COMPANY 





THE TORRINGTON MFG. CO. 







Po Sole VAN NORMAN COMPANY 


HENDY MACHINE COMPANY 











WHEN YOU REPLACE 


MODERNIZE wi 


“RIGHT ANGLE” 


ACROSS: the-LINE | 


MOTOR CONTROLS 


ADVANCED 
OPERATING MECHANISM 


The exclusive Arrow-Hart “RIGHT ANGLE” operating mechanism 
is the first real advance in starter design since the introduction 
of the original solenoid type. Size and weight reduced by ‘2, 
and operating efficiency and dependability are greatly in- 
creased. Replace today with tomorrow's starter, the “RA.” 


STRAIGHT-THRU WIRING 


Here are opportunities for time, work, and space savings up 
to 30%. Installation time is greatly reduced; maintenance is 
easier and faster. Arrow-Hart Straight-Thru Wiring is an ex- 
clusive, in-built feature, NOT just a bus-bar arrangement. Only 
A-H can offer you all these important advantages: safer direct 
routing with greater separation of line and load; immediate 
certain identification of circuits; no need for crossing, looping 
or U-bending; no load terminal on the line side. 


SPECIFY — ORDER 


THE ARROW-HART & HEGEMAN ELECTRIC CO. 
HARTFORD 6, CONNECTICUT 
Please send me free descriptive literature. I'd like to know 
more about 
Type “RA” Motor Controls Type “CRA” Contactors 
EXPLO-SAFE, Explosion- and Weatherproof Starters 
MULTI-SPEED, REVERSING STARTERS 
THE FOLLOWING MOTOR CONTROLS 


NAME 

POSITION 

CO. NAME 

CO. ADDRESS 

ciry ” . - STATE 





A COMPLETE LINE 


“RA” Starters are supplied in sizes 0, 1, 2, 3 and 4 with a full 
range of NEMA enclosures for general service and for haz- 
oardous and exposed locations. Other members of the “Right 
Angle’ control line include: “CRA” Contactors in sizes 00, 0, 
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GEORGE F. HESSLER, vice president of Graybar Electric Co., was 
presented the James H. McGraw Award, Distributors Medal, for 
1951 on June 11 at the annual convention of the National Associa- 
uon of Electrical Distributors. An outstanding member of NAED, 
Mr. Hessler was particularly cited for his part in creating the climate 
for cooperation between the electrical distributor and federal gov- 


ernment agencies in times of emergency and war. On many occasions 


during the last ten years his persuasive talents and statesmanlike qual- 


ities have tremendously benefited his industry. In fact, just two 
months ago, Mr. Hessler again acted as a spokesman for the elec- 
trical distributing industry. He went to Washington as a member 
ot a group of distributors whose purpose was to meet with Dept. of 
Defense officials and provide them with a better understanding of 
What Mr. 
to detense officials and repeated at the recent NAED convention 


the functions of the electrical wholesaler. Hessler said 


is presented below. It was for such instances of industry statesman- 
ship that the James H. McGraw Award was presented to Mr. Hessler. 


Distribution Is of Age 


N the memorable play—‘What 
Every Woman Knows’—James M. 
Barrie left the thought that man 
was created from woman's funnybone 
and she has been chuckling ever since. 
We in distribution are in the same 
position as Mr. Barrie’s “Man.” There 
is a popular misconception abroad, 
fostered by the uninformed and the 
misinformed, that distribution 
created from industry's funnybone. It 
is a misconception we must correct 


was 


wherever and whenever it confronts us 

The genesis of distribution dates to 
the very beginning of progress and 
civilization. It antedates the caravan 
routes and has been brought to its 
highest peaks in present-day American 
mass distribution and in the science of 
logistics so essential and so familiar to 
military and naval men. 

The American system of mass dis- 
tribution—the finest in the world—is 
an outgrowth of American mass pro 
duction, also the finest in the world. 
Without one there could not have been 
the other. They are interlocking forces 
having their roots in the foundations 
of the Colonies and of our nation. 
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By George F. Hessler 


Vice President 
Graybar Electric Co. 


The colonists, fortunately, appreci- 

ated the need for proper distribution 
channels through which they could ex- 
change the fruits of their labors for the 
Old World’s goods. Indeed, efficient 
distribution played a part in the birth 
of our republic. 
e Mature Industry—We electrical 
distributors have come of age. The 
stripling has grown to manhood. We 
need not apologize for his existence or 
defend his position for he is now a full- 
fledged, fully-justified economic unit, 
performing a vital, necessary function 
in peace or in war, in good times or 
bad 

Ample evidence of the maturity of 
our industry is the fact that the science 
of electrical distribution is responsible 
for the channeling from manufacturer 
to user of some six billion dollars’ 
worth of materials annually. These ma- 
terials cover a wide range of products 
for government, industry, communica- 
tions, and the home. 

e TV Is Testimony—To point to but 
one of its most receat phenomena, we 
can cite the placing with the public, 
practically overnight, of more than ten 


million television sets. This example i$ 
one of many which offers definite proof 
that electrical distribution has kept 
abreast of the growth of mass elec- 
trical production. You can point to 
many more in communication, indus- 
try, and in transportation—all evidence 
of the fact that the electrical distribu- 
tor has made his contribution to hap- 
pier, safer, more comfortable living. In 
performing our function, we have 
learned much of great value to the na- 
tion—particularly to the military 
that should never be lost sight of 

At first, the previously mentioned 
feat may appear only in light of its 
importance to the expansion of civilian 
life. But its real significance goes even 
deeper, touches a very essential part of 
our way of life. For television has pro- 
vided a vehicle for rapid communica 
tion, a new platform where free men 
can exchange ideas and project ideals 

In this accomplishment—television 
distribution—the electrical distributor 
has performed a function of intrinsic 
value to the military as well 

Permit me to illustrate 

In facing any national emergency, 











the morale of the people is of vital im- 
port. Under our form of government, 
unless public support is wholly enlist- 
ed, we fail to secure the full measure 
of effort early enough to do us the 
most good. That is why it is important 
for government at all times to com 
municate freely with the people on im- 
portant changes affecting their lives. 
Therefore, it is imperative that lines 
of communication be kept open. 
Radio are primary 
means of Not only 


must sets be put into the hands of the 


and television 


communication 


people but those already in their pos- 
session must be constantly maintained 
in good order. Maintenance requires 
conveniently available parts. And that 
is just one of the dual jobs which elec 
trical distribution has been doing and 
is doing today 

It emphasizes to a degree the mili- 
tary significance of the rapid distribu 
tion of ten million TV sets. And inci 
dentally, it emphasizes the importance 
of the immediate recognition, right at 
the beginning of any all-out produc- 
tive effort in behalf of defense, of the 
of civilian 


necessity for maintenance 


requirements at a better than subsist 


ence level in order to effect an easier 
transition 
e Ace Adapter 


to an emergency basis comes, the elec 


When this transition 


trical distributor shows his mettle. He 


demonstrates his ability, as does the 
manufacturer, to roll with the punch 
and effect a rapid but orderly change 
over. He swaps his civilian experience 
knowledge of electrical materials and 
their end use and sources, for results 
which speed the cause of the emer 
gency effort. We have had recent dem 
" onstrations of this capability in our in 
* dustry’s performance on behalf of the 
Korean defense production, 
and 


conflic 


and in the midwestern storms 
floods 

Perhaps a more forceful testimonial 
would be to relate through specific ex 
amples the part played by electrical 
distribution in helping to bring about 
in World War II. Burt before 


going into that, I should like to draw a 
brief picture of the kind of knowledge 


victory 


and experience which we electrical dis 


tributors must have and the various 
functions performed by the distributor 
personnel 

First, a capable electrical distributor 
representative must know electrical 
products, their applications, and where 
best to obtain them. Second, he must 
know the priority regulations which 


affect his industry and the products he 


Third, he must have the know 
to make substitutions for unob 
tainable items. And 


sells 
how 
fourth, he must 
know how to give emergency services 
often required by government agencies 
and their contractors 

Now, that sounds like a large order 
of know-how, but I assure you that the 
well set-up distributor can deliver on 


all of No_ better 


perienced, or proved procurement or 


these trained, ex 
ganization exists than that of the elec 
trical distributor 

e Trained Team—Take the operat- 
ing managers and supervisors and their 
as an example 
highly trained in the specialties of han- 


assistants They are 
dling priorities, expediting deliveries, 
contacting manufacturers, and editing 
orders, as well as the myriad other de- 
tails necessary to meet the unusual de- 
livery dates which are everyday oc- 
currences in an emergency period. 
The distributor's 
house staff—from foremen to selectors, 


electrical ware- 
packers, shipping and receiving clerks, 
and truck drivers—are each and every 
one fully trained to handle the most 
exacting orders so that goods will flow 
smoothly to the place where they are 
needed. 

Most 
man's point of view, perhaps, are the 


important from the military 
electrical] distributor line managers and 
their staffs, each highly trained in his 
specialty. The wiring supply organiza 
tion can furnish the answers on inside 
electrical construction. The outside con 
struction people are fully familiar with 
the needs of telephone and power line 
construction as well as those of the 
railroads, oil pipe line and natural gas 
requirements. Other groups are expert 
in indoor and outdoor lighting, power 
apparatus, and many other categories 

We have large segments of our in 
dustry specializing in telephone and 
radio communications equipment. 
They know not alone the products, but 
the end uses as well, and can furnish 
expert guidance in the installation and 
handling of this equipment. Further 
more, there are experts in radio broad- 
casting to help supply the radio engi- 
neers needs 

In addition, the distributor furnishes 
the physical plant where the assistance 
of these experts is easily accessible and 
where a large selection of manufactur- 
ers’ products is readily available from 
warehouse stocks 
e All at Less Cost—The interesting 
thing from the standpoint of the pur- 
chaser is that all this service and con- 
than the 


venience is his at less cost 


Giving of expert and 
sound advisory 
counsel 


Constant alertness to 
know from whom all needed 
products are available 


-. 
7 


Functions that 


To Materially 


manufacturer could possibly make it 
available. The distributor, by spreading 
his costs over the thousands of items of 
his numerous suppliers, has been able 
to build up this widespread and effi- 
ciently functioning network of service 
to a point where he has made available 
thousands of electrical items to every 
part of the United States, which, of 
course, includes every military estab 
lishment wherever situated 

Obviously, if the manufacturer were 
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Maintaining adequate 
warehouse stocks to 
meet current demands 


Proper expediting work 
to be sure orders are 
complete when needed 


KY. 


» ta 


Assembling and shipping 
hundreds of items 
from dozens of suppliers 
on short notice 


Thorough knowledge and 
expert handling of all 
complicated requirements 


(@ 


Enable Electrical Distributors 


Aid Emergency Efforts 


to try to duplicate these essential func- 
tions, he would have to build and train 
an organization and establish and main- 
tain warehouses and offices. This, nat- 
urally, would result in large duplica- 
tion at a cost disproportionate to his 
business and with vast economic waste 
Under conditions such as we faced in 
World War Il, a step like this could 
not have been taken without seriously 
handicapping the war effort 

e Fine War Record—lIt is literally 
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impossible to recount in this report 
each and every one of the important 
functions the electrical distributor per 
formed during the last war. The whole 
endeavor of the electrical distributor, 
during that period as it is now, was to 
maintain a flexibility that would en- 
able him to meet any need or emer- 
gency which would arise. Because of 
this, his material contributions to the 
winning of the war were legion (set 
accompanying pictographs ) 


And 


there were many from which to choose 


Now, to get down to Cases 
in making up this report. I believe the 
ones I've selected are representative al 
though a bit unusual. They will dem 
onstrate, among other things, the fact 
that the electrical distributor was often 
called upon to perform services beyond 
his own realm when people in other 
fields didn’t come through; how dis 
tributor ingenuity often accomplished 
the seemingly impossible. 

The first case is that of a navy yard 

In the years prior to Pearl Harbor 
one distributor's representatives called 
regularly at this navy yard, supplying 
the usual run of electrical supplies used 
there. After the outbreak of hostilities 
the requirements at the yard pyramid 
ed. Many proposals, principally those 
covering 9-S items, were “special” as 
far as the electrical industry was con 
cerned. The usual sources of supply for 
similar types of equipment refused to 
capacity 
taken up with their standard lines 

After 


tempts to secure suppliers for the com- 


quote since their was well 


numerous unsuccessful at 
pleted items, the distributor had his 


own organization break down the 
specification into its Component parts. 
He thus was able to secure manufac 
parts 


er the entire job. As a result, this 


turers for who would not con 


sid 
distributor became the prime contrac 
tor, and as such was awarded numer 
ous contracts which involved the plac 
ing of subcontracts with many manu 
facturers. These 


plied 


subcontractors sup 


him with components which 


were assembled under his direction 
into the completed units. All of these 
functions were performed at the dis 
tributor’s usual low cost of service 
e Ingenuity Unlimited — Another 
example is the case of the water break 
ers. A distributor received several re 
quests to quote on water breakers, but 
declined on the basis that this item was 
foreign to his regular line of business. 
However, upon being informed by the 
caprain in charge that the Navy had 
been unable to find a supplier, the dis 
tributor agreed to attempt to get the 
Navy what it wanted 
Using his ingenuity, he sought out 
an unorthodox source of supply since 
obviously, the regular sources couldn't 
come through. He chose the section of 
the country in which whiskey barrels 
were made. Knowing of several coop- 
erage concerns in the vicinity of St. 
Louis, Mo., and Louisville, Ky., the dis- 
tributor made a special trip to these lo 


cations with the following results 











Several manufacturers were found 
who had the oak and would be glad 
to build the kegs But they were not in- 
terested in quoting on the complete 
job because they did not know where 
to secure fittings such as spigots, bronze 
bung holes and plugs, handles and feet 

all of which had to be made in ac- 
cordance with Navy specifications 
made 
whereby the distributor acted as prime 


Again, an arrangement was 


contractor and furnished the cooperage 
above-mentioned 
parts. Contracts were then awarded to 
him by the Navy. He, in turn, placed 


subcontracts with five different manu 


concerns with the 


facturers for component parts. These 
were shipped to the cooperage com- 
panies for assembly into the completed 
water breaker. As a result, several hun 
dred thousand otherwise unobtainable 
water breakers were furnished to the 
Navy, earning a high commendation 
had come 
through in an alien field where other 


for this distributor who 
regular sources failed. 

e Other Services, Too—The 
range of services performed by the dis- 


wide 


tributor was not restricted to procure- 
ment and expediting of materials 
Often huge demands were placed on 
his physical plant for extraordinary 
service. Such was the case of one dis- 
tributor approached by the Navy early 
in July, 1943 

He was asked to do a job of assem 
bly, warehousing, and distributing of 
radio materials for Navy planes. It was 
more or less a last ditch effort to get 
help since the Navy had exhausted 
many other channels 

The Navy was having great difficulty 
in- getting radio materials to plane 
manufacturers in proper quantities at 
the right time. In order to speed and 
complete plane production, it was nec 
different 
from one previously followed, which 


essary to adopt a_ practice 
was to have shipments made directly 


from the radio manufacturers to the 
aircraft manufacturers 
that 


the Navy, for many reasons, was un 


The distributor was informed 


able to perform these functions satis- 
factorily and, after considerable in- 
vestigation, this branch of the service 
felt he was best fitted to do so. Not 
knowing just what would be asked, 
and realizing he would be taking on a 
great responsibility, the distributor was 
not anxious to comply with the Navy's 
request. He did so only because he felt 
it a patriotic duty. 

To make room for Navy materials, 
it was necessary for him to vacate more 


than one-third of the warehouse space contacting 125 manufacturers located 


at one of his largest district houses. 
This required shipping much material 
to other branches in the district and 
carrying greatly increased quantities of 
materials in the remaining warehouse 
space. Early in 1944 he found it neces- 
sary to rent additional space where he 
maintained a special organization, as- 
sembling and packing maintenance 
parts for the individual planes and so- 
called bulk spare parts for repair and 


maintenance centers. 
In this connection, I would like to 
point out that the distributor operated 


for six months on the Letter of Intent 
and assumed a very large financial re- 
sponsibility long before he had a con- 
tract. 

e Expert at Expediting—The pre- 
viously mentioned cases illustrate the 
distributor's ingenuity and resourceful- 
ness. | would also like to cite a few in- 
cidents that will illustrate his ability to 
perform unusual feats in the expedit- 
ing of urgently needed material. 





Shortly after the onset of the Korean 
War, Mr. Hessler advised electrical 
distributors as follows: “Primarily, 
the preparedness job ahead of the 
distributor is one of education of 
self, ppliers and t s (in- 
cluding procurement personnel) and 
efficient follow-through to accomplish 
the mission, no matter what is in- 
volved, once we have undertaken to 





represent or to service and ex- 


pedite.” 





In June, 1943, the Office of the Sig- 
nal Corps placed an order with a dis- 
tributor for 434 items of electrical con- 
struction and telephone material needed 
to install a complete telephone system 
in Newfoundland. This was identified 
as the Newfoundland Project and the 
contract number was W-458-sc-211. 
The 434 items, weighing 283 tons, rep- 
resented the products of 125 manufac- 
turers with a contract price of close to 
$263,000. 

Knowing the need was urgent, the 
distributor went right to work, using 
his knowledge of how to handle orders 
of size. Ir enabled him to deliver more 
than $100,000 worth of material on 
this order to Pier 8, Hoboken, N. J., 
before the official contract had been 
received. Ninety per cent of the entire 
order was delivered within three weeks. 
e Worth Saving—Obviously, the dis- 
tributor’s smooth handling of this or- 
der saved the Signal Corps all the time 
and cost that would be involved in 


from coast to coast (many of whom, 
incidentally, were not well known). It 
saved the Corps the job of assembling 
these items for proper and economical 
packing and shipping, of checking on 
almost every shipment and item, of de- 
livery to the pier, and of handling 
billing from 125 sources instead of one. 

It is our honest belief that no other 
existing organization could have han- 
dled this order as expeditiously, as 
economically and as accurately as the 
distributor. 

After that, the Signal Corps called 
on the distributor time and again for 
help. One urgent call was for a 5 kw. 
radio transmitter needed for equip- 
ment on a battleship in connection 
with the African invasion. No such 
transmitter available from any 
manufacturer; construction time would 
be four to five months; yet it was 
needed in days. The resourceful dis- 
tributor, again using his knowledge of 
sources and expediting, located one and 
delivered it so that a very important 
time schedule was kept—right on the 
dot 

Another such incident was an urgent 
telephone call from the Signal Corps 
for a complete 80-line telephone 
switchboard to be installed in “a secret 
location” in just four days. Every avail- 
able switchboard in the area already 
had been requisitioned for war service 
From several manufacturers, many 
miles away, the needed equipment was 
located by telephone and the “impos- 
sible” four-day requirement was met. 
e List Is Legion—These are but a 
few of the hundreds of cases which I 
could cite. They illustrate the many 
services which become part and parcel 
of a distributor's service in any emer- 
gency period. They are indicative of 
the many services which we distribu- 
tors are performing today as our part 
of the very important defense team. 

On second thought, I think I might 
concede a little that distribution is 
part of industry's funnybone—in this 
sense: it has helped industry to “laugh 
off” a myriad of its problems in the 
expedition ot goods, the servicing of 
customers, the reduction of unit costs 
and the mass marketing of products. 

The distributor has earned his im- 
He 
has continued to maintain that position 
in times of peace and in times of emer- 
gency because he has rendéred a valu- 
able service. If given the opportunity 
he will continue to do his job—in his 
country's best interest 


was 


portant position in Our economy 


BLECTRICAL WHOLESALING—June, 1952 





You can move more electrical goods through your rural outlets this year by tieing in with the. . . 


Campaign for Bigger Crops 


HOSE electrical wholesalers who 

are seeking ways and means of ex- 

panding their farm market sales 
volume this year can get powerful help 
in any of the more than 1,000 areas 
served by REA-financed systems. Op- 
erators of those systems have launched 
a government - sponsored, vigorous 
“Electric Farming Campaign.” 

This program, initiated and strongly 
pushed by the Federal Rural Electrifi 
cation Administration, is intended to 
help farmers use their electricity pro- 
ductively. To do that they will need to 
install and use many more units of the 
known farm electrical devices and per- 
haps even invent new applications 
Since 85 per cent of the farms in 
America have electric power, the pos- 
sibilities are great. 

e Need Is Greater—This campaign 
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By Allyn A. Walters 


Rural Electrification Administration 
U.S. Department of Agriculture 


has high standing in the national 
mobilization effort. To feed our de- 
fense workers, our armed forces, and 
our friends abroad, we need more 
food, feed and fiber this year than our 
farmers ever produced in any year 
Our need for food for use this year is 
greater than ever, and we must replen- 
ish our reserve stocks of many agri- 
cultural products. Last year we had to 
dip into those reserves 

Two difficult barriers to 
farm production must be by-passed 
First, we have little additional land 
which can be put into production 
Second, the supply of farm labor is 
rapidly being drained away to the 
cities and the armed forces. 

To get around these obstacles, farm 
ers must turn to good farming practices 
to make every acre produce more, and 


increased 


to deliver to market a larger propor 
tion of what the soil produces The 
major undeveloped potential in this 
field of good farming practices is elec 
tricity 

Electricity can help a farmer to get 
more out of every acre. It can reduce 
waste and spoilage, and increase qual 
ity. For many farmers it already is do 
ing these things. It can work effective 
ly for almost all the others once they 
learn how to harness it. REA is trying 
to hurry the transition from the old 
pre-electrification methods to the new 
e Up and Up—tuse of electricity on 
farms is skyrocketing. When rural 
electrification was a program 
some of its visionaries ventured a guess 
that in prosperous 
farmers might sometime average 100 
The 


new 
the most areas 


kilowatt-hours a month national 


69 




















, 
iverage now is in the neighborhood of 


175 kwh. per month. 


This average is influenced strongly 
by the very high consumption of a few 
farms that have been on the line a 
long time and have learned how to use 
electricity in their farm work. REA 
Administrator Wickard's farm in In 
diana used 4,850 kwh. in February, an 
average of 167 kwh. a day. Even that 


figure is exceeded by thousands of 
farms throughout the country. 

But almost as many farms have been 
lines 1945 as 


the years before 


added to power since 
were served in all 
Those newly electrified farms have not 
yet had time to develop their produc- 
tive use of power in the normal pat- 
tern. The electric farming campaign 
attempts to telescope the normal de 
velopment period into just a few years 
if possible, just a few months 
e Where You Come In—With that 
introduction, let's look at the electric 
farming campaign—what it is, how it 
works, and how wholesalers and deal 
ers Can participate in it. “Partic pate” 
is the righe word. REA recognizes that 
normal trade channels will play a vital 
part in the success of the program 
The electric farming campaign is, 
first of all, merely an outline, a general 


7° 





® MODERNIZATION MARKET 


Immersion Heaters 


idea, at the top level. It takes on more 
and more details, more specifics, as it 
spreads out through the states, to the 
local power system headquarters 
REA urges its borrowers to under- 
take active promotion campaigns, and 
gives some general suggestions about 
the devices and techniques available 
for whatever campaign may be se- 
lected. The statewide organization or 
power use committee of borrowers 
conducts training Courses for electrifi- 
cation advisers of local systems, and 
lines up the State 
Agricultural Extension Service to help 
with this training. It may even enlist 
coordinated 


such agencies as 


electrical wholesalers in 
aggressive promotion Campaigns. 

e Who Says What—The local power 
system operator determines just what 
specific campaign will be pushed lo- 
cally. It may be water systems, hay 
driers, shop tools, or electric poultry 
equipment. There are more than 250 
productive uses of electricity for the 
local system to select from. 

Once the selection is made, all the 
stops are pulled out. Newspaper and 
radio publicity, newsletters to con- 
sumers, demonstrations, dealer tie-ins, 
schools—every available medium is 


used 





Help Fill America’s 
Silos and Shelves 
By Selling More ... 


Ser 


2 


Dairy Barn Ventilators 


Concentration on one subject does 
not mean that others will be neglected. 
If the power system is pushing feed 
grinders, and a dealer lines up a good 
prospect for a welder, the dealer can 
count on full support in helping the 
farmer understand what a_ welder 
could mean to him 

A few items of a luxury nature will 
be played down. But it should be re- 
membered that many items considered 
luxuries by city people are important 
farm production devices. Examples are 
the home freezer, the large ventilating 
fan, the water heater 
e Wiring Stressed — It should be 
noted that one of the most important 
features of the campaign is emphasis 
on farmstead wiring. While any REA- 
financed power line can deliver ade- 
quate most farmsteads were 
originally wired principally for house- 
hold uses of power. In many cases it 
will be necessary for the farmer to 
make extensive changes and additions 
to his wiring. Dealers selling major 
items, especially those with heating 
elements or large motors, should em- 
phasize the need for adequate wiring 
to assure efficient operation. 

The electric farming campaign send- 
off was a meeting in St. Louis late in 


service, 
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Automatic Time Controls 


January. REA field workers and repre- 
sentatives of state power use commit- 
tees heard top government officials tell 
of the importance of the campaign, 
witnessed sample demonstrations, and 
thrashed out details of presentation. 
Subsequently, REA has prepared slides, 
pamphlets, and outlines which its field 
people and some of the statewide 
groups use to describe the campaign 
to local power system operators. A 
large number of statewide meetings 
have already been held throughout the 
country, and in March and April the 
program reached the local level. 

e Many Possibilities — There is no 
universal formula for dealer coopera- 
tion in this electric farming campaign 
But alert electrical distributors at vari- 
ous levels will find many ways to par- 
ticipate. For example: 

e The REA borrower probably has 
been in business a shorter time, and 
certainly knows less about merchandis- 
ing, than the average wholesaler, who 
can sit down with the manager or 
electrification adviser to suggest ideas 
which otherwise would not get con- 
sideration 

e The distributor could think seri- 
ously of participating in the traveling 
tent shows which are being conducted 
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Brooding Equipment 





Lighting Equipment 


in several states. These shows have 
varying names, but they all consist of 
a traveling exposition using the local 
power co-op annual meeting as the oc- 
casion for display and demonstration 
of electrical equipment. Most have 
entertainment features and door prizes 
to draw crowds. Attendance has aver- 
aged close to 10,000 per stop in most 
states. 

Perhaps some modern version of 
this could be devised: During the im- 
mediate post-war period, when appli 
ances enterprising 
dealer stenciled “Reserved for REA 
member” on crated refrigerators—and 
gained good will which still brings 
him benefits. 

e Servicing Is Vital — Special rural 
servicing arrangements are usually 
necessary. The recent Chicago confer 
ence of the National Rural Electric 
Cooperative Association, attended by 
some 4,300 delegates from most states 
and Alaska, passed a detailed resolu 
tion on the subject. Farmers them- 
selves recognize that the problem is a 
difficult one, and are inclined to expect 
some compromise solution. Neverthe- 
less, they expect the dealer to make 
effective service arrangements avail- 
able. All dealers should realize that the 


were scarce, an 
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lack 


tric equipme nt 


of repair facilities for farm elec- 


might cause serious 
financial loss to the farmer. In contrast, 
an identical breakdown over a weck- 
end would Cause only inconvenience to 
the apartment dweller 

Dealer window displays can plug 
the local electric farming campaign 
REA-financed 


tems have display space in their offices 


Also, most power sys- 
which are rotated or shared by dealers 

This campaign presents an unusual 
opportunity for the electrical trade to 
develop a profitable market—and at 
the same time perform a patriotic serv 
ice We at RI A suggest that dealers 
do not wait for the local power sup- 
rather, 
initiate the contact and perhaps stimu 


pliers to come to them, but 


late a local program which otherwise 
might gain momentum too slowly 

In this matter of participation, a 
parallel exists with the whole electric 
farming campaign itself; you can get 
from the top only general suggestions 
What you do, and what success you 
have from your efforts, will depend 
upon local conditions. 

The electrical dealers and their com 
munities—the whole electrical trade— 
will benefit from doing what the local 
conditions indicate 
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HE scope of the potential school 

market in the next seven years is 

enormous. In fact, so great is the 
need to correct even the most obviously 
unsatisfactory conditions that exist in 
the schools today—or in the lack of 
them—that the problem has taken on 
the proportions of a national emer- 
gency 

For too many years than one wants 
to remember, this school “problem” has 
been the thorn in the sides of public- 
minded citizens everywhere. It was only 
in recent years that government agen- 
cies and citizens committees, faced with 
the stark reality of disgraceful school 
facilities, began to take stock of edu- 
cational needs throughout the country 
and make recommendations based upon 
these needs. 

The factors most prominent in cal 

culating an overall estimate on the 
amount of classroom construction re- 
quired to take the strain from school 
congestion were based upon these af 
fecting elements: to accomodate in- 
creased enrollments, to replace obsolete 
facilities, to permit needed re- 
organization of small, uneconomical 
school districts and to permit the ex 
pansion of educational programs to 
include many services now considered 
essential. 
e Includes Everyone — Their find- 
ings, although national in tone, can 
still be boiled down to local-level fig 
ures—the level upon which the dis 
tributor’s salesman can base his sales 
story to school administrators. For no 
community, no city or town is exempt 
from this national problem that affects 
every citizen of tomorrow 


the 
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Your Twofold Field 


Based upon a 25-state School Fa- 
cilities Survey, prepared by the School 
Housing Section of the Office of Edu- 
cation, it was estimated that 600,000 
new classrooms would be needed in the 
next seven years. In terms of total dol- 
lars expended for such a project, it 
means an estimated cost of approxi- 
matedly $20 billion. 

As was expected, 
played the leading 


population figures 
role in the final 
draft of this huge estimate of class- 
room needs. Beginning with 1941, the 
annual number of births commenced 
an upward climb which has continued 
with but slight interruption through 
1951. In 1946 and 1947, the first of 
these children entered the elementary 
schools and others have continued to 
enter each fall in such numbers as to 
tax schoolhousing facilities already suf- 
fering from wartime restrictions on 
new construction and maintenance. 
Now, in 1952, the leading edge of this 
giant enrollment wave is nearly ready 
to enter the secondary schools, with no 
indication of a slackening in the num- 
ber of births or potential pupils. 

e Unprecedented Increase — The 
growth predicted in the public ele- 
mentary enrollment between 
1950 and 1955 is more than twice as 


SC hool 


large in number of elementary school 
pupils as any previous actual increase 
in any full decade during the twentieth 
century. The impact in the growth in 
enrollment during 1950-60 will reach 
the secondary school between 1955 and 
1960. Though less spectacular, the in- 
crease will be substantial, carrying the 
total enrollment of public secondary 
schools to the highest figure in their 


history. The need for additional fa- 
cilities to house secondary-school pupils 
will be no less urgent than for those of 
elementary age, and planning should 
be under way well before dire emer- 
gency conditions arise. 

Translated into space requirements, 
approximately 250,000 new classrooms 
are presently needed to correct the 
present unsatisfactory conditions men- 
tioned before. An additional 350,000 
new classrooms will be needed during 
the course of the next seven years to 
keep pace with the normal replace- 
ments and in school enroll- 
ments 

To give you an indication of the 
degrading condition of existing school 
plants, which also has a bearing on the 
estimates of this survey, it was found 
that two-fifths of all school buildings 


increase 


covered by this report are more than 
30 years old, and 16 per cent are more 
than 50 years old. Elementary school 
buildings as a whole are substantially 
older than secondary schools, 45 per 
cent being more than 30 years old as 
compared to 20 per cent for the latter. 
e Old at Thirty—Perhaps you have 
an educational antique in your own 
community. Based on the normal useful 
life of school buildings, if it was erect- 
ed more than 30 years ago it is now 
in the final stage of its usability, and 
is dependent upon increasing preserva- 
tion maintenance and rehabilitation for 
its usefulness. It probably lacks ade- 
quate lighting, heating, and ventilating 
facilities. Floors and acoustical equip- 
ment are probably inadequate. Most 
likely the furniture is carved with the 
initials of the parents whose children 
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are now occupying such a building 

These conditions have been in the 
wind for many years, growing more 
acute as each national crisis con- 
tributed its share of financial and ma- 
terial setbacks. Invariably, the school 
was on the losing end of these crucial 
tugs-of-war. 

During the depression of the early 
thirties, many districts lacked the fi- 
nancial resources to replace obsolete 
and unsafe school plants. Only a few 
districts were able, in the late thirties, 
to match Federal grants or otherwise 
obtain resources to care for a major 
portion of their needs at that time 
e Preservation Impossible — Before 
any substantial portion of the obsolete 
buildings of the depression years could 
be replaced as economic conditions im- 
proved, the second World War erupted 
and postponed new construction and 
maintenance, with the result that dete 
rioration increased rapidly. Many ex- 
isting schoolhouses are so grossly in- 
adequate that preservation 
rehabilitation is no longer economical 


through 


The result is a backlog of construction 
to which must be added the large 
amounts to care for the increases in 
enrollment and the dislocations result- 
ing from an unprecedented mobility 
of the population. 

Today, the country is in a state of 
quasi-military preparedness—a condi- 
tion that can change at the drop of a 
bomb. Right now, restrictions on school 
building are being eased to a point 
where NPA’s regulations have been 
revised to permit self-authorization of 
a greater amount of controlled mate- 
rials to start school construction. The 
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amounts involved allow enough mate- 
rials to build a six-classroom structure 
—with the government encouragement 
that construction of gymnasiums, audi 
toriums and the like be deferred so as 
to stretch available materials into the 
maximum number of classrooms. 

As a consequence of this govern 
generosity — through public 
prodding — public school construc- 
tion increased by almost one-fifth from 
the fourth quarter 1951, to an annual 
rate of $1.8 billion in the first quarter 
1952, and is due to increase further as 
a result of significant increases in the 
of steel made available for 


ment 


amount 
such purpose in the second and third 
quarters of this year. The Federal Se 
curity Agency recently announced that 
approximately 500 new school projects 
previously deferred because of lack of 
materials, will be approved for second 
quarter starts with materials allotments 
third fourth 
These new projects will be superim 


for the and quarters 


posed upon the more than $650 mil 


lion of school construction receiving 


materials allotments for the second 
quarter. 
e Financial Difficulties—The tradi 


tional view that financial provision for 
schoolhousing is fundamentally a local 
responsibility vitally affects the meet 
ing of these classroom needs. So, in 
trying to reach this vast school mar- 
ket on the local plane, it is well to 
remember that 
greatly in their ability to finance their 


school districts vary 


By Thomas F. Preston 


schoolhousing programs. While some 
districts can finance construction with- 
out serious difficulty, others are re- 
quired to put forth effort dispropor- 
tionate to their financial abilities. Still 
others simply are not able, on the basis 
of semi-szatic local property valuatioa 
methods, to provide adequate funds for 
school facilities, regardless of their 
needs, their planning or their financial 
effort. Added to these difficulties is the 
fact that school construction costs have 
increased substantially during the past 
ten years, but in most cases, the ability 
of local districts to provide funds has 
increased only slightly 

But over and above these immediate 
difficulties there are future problems 
to contend with 
like enrollment, to 
proportions if not dealt with now. The 


problems that can 
grow, enormous 
thing to impress upon those respon 
sible for doling out new school con 
struction or modernization funds in 
the community is the fact that plan 
ning only for the present is just as 
over the 


look to 


let-the-next 


foolhardy as trifling past 


Some communities don't 
the future; they take that 
generation-solve-their-own-problems 
attitude and refuse to see no further 
than the ends of their fiscal calendars 
could be 
future gen 
capably handle community 


The answer to this attitude 
‘There may not be a 
eration to 
problems like this if the groundwork 
adequate school facilities in whict 


to learn—is left unspaded.” 


To see how to approach and sell to this dual 


school market, turn the page au 





sroved school plant. In many com 
I I 

nunities, this recognition is shared by 
urchitects, builders 


Their 


parents, teachers, 


and consultant engineers main 


\ 
anreen are ie nm “Shrnld we inerall 














O other market deserves—and also 
demands—a more specialized tech- 
nique of selling than does the 

school. It requires an insight into the 

political aspect of the community, the 
chief governing body, the local school 
committee, the school board, board of 
education, as well as such groups as 
parent teachers association, citizens’ 
committees, etc 

It requires a before-hand knowledge 
of the financial setup of the local treas- 
ury and what part of that is tacked for 
the school budget. It requires an under 
standing of the particular needs of the 
local school system—needs based upon 
an evaluation of many factors present 
in the community today that have, or 
will eventually have, a direct bearing 
on the child 

From the standpoint of one who is 
out to sell something to the school, it 
is well, also, to know the background 
and pecularities of every individual 
who has right now, or may possibly 
have, a voice in shaping the final de- 
that means everybody 
from the mayor or president of the 


cision and 
town council, the board chairman or 
the architect down the line through 
school superintendent, teacher and 
janitor 

e Local Element—Because no matter 
you look at it, the building of 


schools all over the country is a local 


how 
show—proposed by local school boards, 
passed upon by local legislators, built 
with local money (supported by Fed- 
eral grants), and actually 
through by local organizers and trades- 
The electrical distributor sales- 
man’s zeal for erection of new 
schools, or the remodernization of ex- 


carried 


men 
the 


isting plants in which electrical equip- 
ment will be installed, should logically 
take on the mantle of civic respon- 
sibility and pride. As a part of the 
community in and 


works, he should be sufficiently inter- 


which he lives 


ested in the local school facilities 
shortage first as a citizen, second as a 
salesman 

His goal should be the erection of 
better schools to house his and other 
children deserving of a proper atmos- 
phere in which to work and learn—not 
just “what I can get from the job.” His 
interest should be aroused, not by the 
thought of extra profits that may come 
his way, but by the need for these fa- 


cilities 
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CLASSROO 


of 3 


Lighting should conform t 


assembly hall, with light level f at least 


the general architecture of 
10 ft. c 


1 


Children will learn faster, absorb more if lighting levels 


ft. c. and over are maintained. 


Planned School Lighting Means 


e Citizen-Salesman — Taking the 
rostrum before any meeting of the 
school board in the person of a com- 
munity-minded citizen pays bigger 
dividends than if he were to approach 
these same men in the person of a 
salesman primarily interested in selling 
something. If he takes time out from 
his regular duties to volunteer his 
services toward a solution of his com- 
munity’s school problem, the school 
board, or which ever body has to pass 
on all allocations, will be in a better 
position to respect his advice in the 
manner in which it is given. They will 
be in a better position, also, to eval- 
uate his recommendations more objec- 


tively. When the decision is made, the 
board members will be more favorably 
inclined in deciding his part in fur- 
nishing the needed electrical equip- 
ment that will go into the new or 
remodelled school 

If the project is to be a new build- 
ing, the one man to see first is the 
architect who has the assignment. He 
is the most important contact man be- 
cause in his skeleton plans and speci- 
fications can real foundation be 
built for finally getting the order. Sell- 
ing the architect and his engineers on 
his equipment at the same time that 
he is selling himself to the school 
board insurance the dis- 


the 


is the best 
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more illumination. But just as adequate 
quantity of illumination is essential for 
the survey 


low emission of radiant heat. Where 
capacities are limited, this type of il- 


lumination may very well be prefer- 
a. om 1: ve 
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tributor salesman will have for getting 
the most influential people on his side 
If the job is to be remodernization 
of an existing school plant, here it 
would be a good idea to get on the 
good side of the school superintendent 
For, although the architect most fre- 
quently participates in recommending 
lighting equipment, along with the 
school superintendent, it is the school 
board and the school superintendent 
who most frequently are the officials 
who review such recommendations 
e Pre-budget Estimate—In this re 
modelling phase of the school market, 
there must be a careful study of exist- 
ing lighting conditions including the 
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fect on lighting—the reflection factor 
of floors, desk tops, chalkboards, etc. 
Since about 87 per cent of the know!- 
edge absorbed by an average studenr 


provision and condition 
of the existing wiring 


systems. If, to provide modern light- 


switches, etc., 


ing will call for extensive re-wiring, 
the men who have the say should know 
about that before they make up the 
budget. That's where the salesman’s 
close association with these men will 
benefit his selling plan 

There is no doubt but that there is 
today a tremendously accelerated de- 
mand for new or modernized class- 


With 


this great and growing need has come 


rooms in our school systems 


a realization by school officials that 
modern classroom lighting is a basic 


requirement in the planning of the im- 


tains between basketball court and gen- 
eral play area. Panelboards and switch- 
boards or central control and distribu- 
tion pnanele comnaced 


at mererc and 


of outlets, 


parents, teachers, architects, builders 


and consultant engineers. Their main 
Should we install 


concern now is not, 


the best possible lighting?” but rather, 
What are the types of lighting sys 
and which ones 


will best suit the individual needs of 


tems available to us, 


the school system for which we are 
responsible? 

But some of the poorest lighting in 
the country is still found in the aver- 
age classroom. In many instances, light 
ing registers below 10 in foot-candle 
readings. When the salesman considers 
that advanced schoolroom lighting calls 
for as much as 130 ft. c. at the source 
and 60 ft. c. at the desk level, he can 
readily understand that there's a big 
job to be done relighting America’s 
classrooms 
e Statistical Soundings — Carrying 
the story of the retarding effects of bad 
lighting on growing children could be 
a means of clinching a lighting job, 
School officials are bugs on statistics; 
they use it often to back up their own 
arguments. Reverse the procedure, 
Here, for example is a statistical story 
that can be incorporated into a sales- 
man’s school selling repertoire 

The incidence of near-sightedness 
increases as children progress through 
school to adulthood. Only about three 
out of 100 babies begin life 
handicapped by near-sightedness. By 
the time these 100 go through ele- 


every 


mentary school, seven have eye defects. 
This level increases to 24 per cent for 
high school students, and of those who 
are graduated from college, 40 per cent 
two out of very five—have defective 
vision 
Carrying the story of better lighting 
the coordinated classrooms to 
school administrators can be another 
effective tool for closing a lighting sale 
Dr. D. B. Harmon, educator and inde- 
pendent consultant in the study of 
physical and psychological factors of 
the classroom, made a study of class 
room lighting from the standpoint of 
lighting 
He believes artificial lighting used 
to supplement daylight should be dis 


educator-amateur specialist 


tributed in the room according to the 
same patterns the daylight distributes, 
otherwise it will not supplement but 
will conflict “so lighting equip- 
ment should be chosen and 


but for per- 


carefully 
installed, mot for price, 
formance and the economics inherent 


n adequate seeing 
e Lighting Problem—Dr. Harmon's 
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throughout the school and to denote 
the different periods in a day's sched- 
ule. In grade schools, the programs are 


generally arranced ar the crare af clace 
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problem was to find lighting equip- 
ment for his coordinated classroom 
which would coordinate artificial light 
with controlled daylight, to facilitate 
three dimensional seeing and to pro- 
vide soft modelling shadows that de- 
fine contour, relationship and size of 
objects. He concluded that to do this 
satisfactorily demanded luminous in- 
direct equipment using either incan- 
descent or fluorescent lamps. In this 
type of lighting, 90 per cent of the 
light is thrown to the ceiling. As in 
the case of controlled daylight, the 
white ceiling then becomes a broad 
“indirect” source of illumination. The 
downward component, 10 per cent of 
the light, is what makes the equipment 
“luminous” and of low-brightness 
against its white-ceiling background 
e Big Question—“What are the types 
of lighting systems available to us?” 
often brings up a discussion of the 
relative merits of incandescent and 
flourescent lighting in the classroom 
There are selling points in each classi- 
fication and if the salesman plugs one 
type to the exclusion of the other, he 
is missing out on a lucrative portion 
of the market. The of each 


should be judiciously assayed and got- 


merits 


ten across to the prospect 

The trend in incandescent lighting 
in classrooms, for instance, is toward 
indirect and luminous-indirect installa- 
tions. When provided with lamps of 
the sizes recommended for adequate 
maintained lighting levels, they fur- 
nish illumination that has good dis- 
tribution, effective brightness control, 
and absence of glare. These systems 
offer the advantage of low first-cost 
and ease of maintenance. The choice 
between the two is usually determined 
by these, plus the desired foot-candle 
levels, operating costs, wiring capac 
ites, etc 
e High Reflection Factor—With in 
direct systems, the reflection factor of 
the ceiling must of course be kept 
high. Luminous-indirect fixtures of 
plastic or glass using white inside 
frosted lamps provide very satisfactory 
incandescent lighting in many class- 
rooms today. Similarly, there is wide- 
spread use of silvered-bowl lamps in 
totally indirect fixtures, luminous disks, 
and luminaires with concentric ring- 
louvers. 

Among the advantages provided by 
fluorescent light are high efficiency and 
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low emission of radiant heat. Where 
capacities are limited, this type of il- 
lumination may very well be prefer- 
able. The higher foot-candle levels so 
much desired in our school systems 
are often more readily obtained with 
fluorescent lighting—35 ft. c. and up. 
Luminaires of the two-lamp semi- 
indirect design deliver a high percent- 
age of the generated light to the plane 
of the desks. In four-lamp systems 
there is naturally a higher light out- 
put per fixture. The luminous semi- 
indirect system provides excellent qual- 
ity of lighting. Reflected glare and 
shadows are reduced to the minimum 
and there is no annoyance because of 
marked differences between brightness 
of fixtures and the brightness of the 
ceiling. Troffer systems are functional 
in appearance and produce a high qual- 
ry of illumination. 
e Economics in Lighting—Carrying 





APPROACHING THIS MARKET 

@ Be the citizen first, the salesman 
second—take the attitude “What can 
1 do for the community,” not “What 
can | get from the job.” 

@ Know the background and peculiar- 
ities of every individual who may have 
a voice in shaping the final decision. 
@ if the project is new construction, 
the man to see first is the architect 
who has the assignment. 

@ If the job is modernization, the men 
to see are the members of the school 
board and the school superintendent. 





the story of economics to the school 
administrators can often be the lively 
start to a successful sale of classroom 
lighting. In this category, a compre- 
hensive cost comparison covering 23 
different lighting systems commonly 
used to light the modern standard 
classroom was undertaken by West- 
inghouse Electric Corp. not so long 
ago. The primary comparison points 
in the cost analysis were total initial 
investment and total annual lighting 
cost. 

Unfortunately, it was concluded, the 
initial cost is frequently used as the 
sole means of comparing cost of the 
proposed installations. This is more 
likely in the case where a school board 
may be hampered by an_ inflexible 
budget which rigidly limits capital in- 
vestment—regardless of eventual long- 
range economy. 

One fallacy in a comparison of the 
total annual lighting costs is that some 
of the apparently more expensive sys- 
tems are really providing considerably 


more illumination. But just as adequate 
quantity of illumination is essential for 
quick, accurate seeing, the survey 
pointed out, proper quality is also nec- 
essary for visual comfort and ease of 
seeing. The effects of bright glaring 
installations are so harmful to children 
that it is better to sacrifice some quan- 
tity when necessary to insure proper 
quality 
e Influencing Factors—General con- 
clusions of this 23-system survey states 
that the selection of the lighting sys- 
tem which best meets the requirements 
of a given school depends upon a great 
many factors, of which cost is only one 
Initial investment is a poor and un- 
reliable means of comparing costs, for 
it does not take into consideration ex- 
treme differences in operating costs 

e Low or moderate cost installations 
that do not provide adequate illumina- 
tion, or that create uncomfortable see- 
poor investments 
since only slightly more money (and 


ing conditions are 


sometimes less) is required for systems 
that satisfy the seeing requirements. 

e Systems employing  four-lamp 
luminaires are less expensive than com- 
parable two-lamp units. Two-row in- 
stallations are generally more eco- 
nomical than three-row installations 
because of reduced installation costs. 
Similar savings may be noted when 
continuous-row costs are compared 
with those of individually-mounted 
luminaires. 

e Except for initial investment, 
most fluorescent installations are less 
expensive than incandescents. 

e There is but little difference be- 
tween costs of comparable standard 
fluorescent and slimline installations, 
but systems utilizing low-brightness 
lamps or semi-indirect luminaries may 
be quite expensive 
e Pull Out Stops—The clincher to 
lighting sales could well be a personal- 
level discussion of school administra- 
tors’ responsibilities in caring for the 
health and welfare of children under 
their tutelage. Shame them into a re- 
alization of the importance of good, 
proper lighting if you have to. End 
the talk something like this . "No 
part of a school building is as impor- 
tant to learning and sight-saving as 
good lighting 

“When money has to be saved, costs 
can be cut on many things that don’t 
directly affect learning, but nothing 
should be allowed to interfere with 
good lighting. As a matter of fact, 
everything that goes into a schoolroom 
should be questioned concerning its af- 
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fect on lighting—the reflection factor 
of floors, desk tops, chalkboards, etc. 
Since about 87 per cent of the knowl- 
edge absorbed by an average student 
comes to him through the medium of 
his eyes, nothing should be allowed to 
exist which would slow down his 
learning or affect his health. We owe 
it to our children—yours and mine— 
to give them the best lighting avail- 
able.” 
e Just One Element — But, while 
lighting is a major portion of the 
school marker, it is still only one phase 
of an electrical distributor salesman’s 
efforts in reaching this vast outlet for 
electrical equipment. Even though 
other electrical products take just as 
much specialized techniques of sales- 
manship, the selling of school lighting 
fits easily into the scheme of either old 
or new school plant and appeals to the 
senses of administrator and pupil alike. 

Like the lighting environment that 
school children are exposed to nine 
months out of each year, electrical 
equipment plays a large role, too, in 
molding the opinions of these children 
one way or the other. Proper lighting 
in the classroom breeds lasting im- 
pressions on the minds of students 
that will be carried over into adult- 
hood. The same is true of properly 
installed and operating electrical equip- 
ment and the affects it has on those 
who daily come into contact with its 
benefits, its ease of operation and main- 
tenance. 
e Customers of Tomorrow—In a 
few short years, these same students 
will teach schools, live in their own 
homes, work in stores, offices, and in 
factories whose distribution system and 
power runs will be on a much larger 
scale. To the lighting and electrical 
equipment industry, this electrical 
equipment should serve as an educa- 
tional tool—a showroom wherein is 
located the best promotion and ad- 
vertising available. It is an intelligent, 
long-term investment—a means of 
teaching children now, while their 
minds are open and receptive, the 
same basic fundamentals which the in- 
dustry has taught for many years 

As for the electrical equipment mar 
ket itself, wiring and wiring devices 
such as switches, outlets (standard 
and television), boxes and covers, 
conduit and bus duct are the volume 
products found in nearly every room 
in the school. Motor and control equip- 
ment can be placed in places like the 
auditorium and gymnasium to operate 
curtains and back drops and mesh cur- 
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tains between basketball court and gen- 
eral play area. Panelboards and switch- 
boards or central control and distribu- 
tion panels composed of meters and 
control switches to charge batteries in 
the laboratory and to supply a.c. and 
d.c. to the instructor's table and work 
benches are another part of the school 
market. 

In the nurses’ office and clinic, there 
is equipment for examination and 
physical checkup, also germicidal and 
heat lamps, and other lamps for close 
seeing tasks. In the auditorium, there 
is special electrical equipment and op- 
portunities for sales of lighting dim- 
mers, floodlighting and electronic con- 
trols. Throughout the school can be 
found dozens of exit and directional 
signs 
e Exacting Details—The selling of 
signaling and communication systems 
in the modern school requires the most 
effort by the distributor salesman. In 





SELLING TO THIS MARKET 

@ Impress upon those responsible for 
making up the budget the fact that 
school facilities shortages are present 
now and will increase in the future. 
Make them prepare for it. 

@ Show these men how bad lighting 
affects health of children. 

@ Show them the many lighting systems 
available to the school, and the eco- 
nomics of each one. 

@ Show them how other electrical 
equipment is essential to health, wel- 
fare, of teacher and student alike. 





this bracket, officials demand systems 
which will act as an aid in properly 
administering to the efficiency and 
safety of school personnel and stu- 
dents. The salesman should have a 
knowledge of which equipment, when 
properly installed and designed, will 
give the best results and will conserve 
the time of students and teacher. 

In general, there are three types of 
systems used in schools: Those used 
by the administrators or teachers such 
as clocks and program systems, sound 
and rad:o distribution, telephones, lec- 
ture call, orchestra call and dressing 
room call systems; systems used for 
protection of all persons on the prem- 
ises such as fire alarm, sprinkler alarm 
and tank alarm; systems used by stu- 
dents such as small telephone switch 
boards in commercial classes, general 
signal equipment in vocational schools 
and laboratory panels in high schools 

Clock and program systems provide 
the means of showing correct time 


throughout the school and to denote 
the different periods in a day's sched- 
ule. In grade schools, the programs are 
generally arranged at the start of class 
in the morning, morning recess, lunch 
period, afternoon recess and afternoon 
dismissal. In high schools and colleges 
the changes in class periods may be 
provided for any period up to 24 hours 
e Sound Systems Popular — Sound 
ind radio distribution systems have 
become very popular in all types of 
schools. These systems consist chiefly 
of a control desk, microphones and 
loudspeakers. The control desk may be 
located in some special room near the 
principal's office. It is composed of 
individual control switches for each 
outlying loudspeaker in classrooms, 
gym, athletic field, 
together with monitor speaker, micro- 
phone, record turntable, radio receiver 
and other control devices. The system 
enables distribution of radio programs, 
recordings or announcements to all 
points selectively or collectively. Tele 
phone systems may be used for intet 
communication between the principal's 
office and the main office and clas 


auditorium, etc., 


rooms 

Fire alarm systems for use in schools 
small 
schools, either the closed-circuit nom 
code or master types are frequently 
used, with non-code break-glass sta 


are usually of four types. In 


tions operating vibrating bells or horns 
continuously. In the system, 
non-code break-glass stations operate 


se cond 


an electrically tripped master move 
ment on the control panel which i® 
turn operates either vibrating or single 
stroke bells or horns 

In medium-sized schools, the coded 
type of systems are used wherein every 
station transmits its own distinctivé 
code to the sounding devices. Auxili- 
arized systems whereby the signal is 
also transmitted to the fire department 
may also be provided. This type of sta 
tion is provided with two doors to 
prevent a false alarm from being trans 
mitted to the Municipal system 
directly by the stu 


Systems used 


dents are few and as a rule only in 
cases where they assist the teachers 
There are some systems, however, used 
for instructional purposes. Small tele 
phone switchboards with a few out- 
lying telephones are 
mercial high schools. A variety of sig- 
nal systems are vocational 
schools for instructional purposes and 
these are usually purchased after the 
schools have been completed and are 


considered in the equipment budget 


used in com 


used in 
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P&S WIRING DEVICES 


EXPERIENCED 
ENGINEERING 


PRECISION 
MANUFACTURING 


CONSTANT 
TESTING 


ELECTRICAL WHOLESALER 
DISTRIBUTION 


To be sure 
ORDER BY P&S 
CATALOG NUMBER 


Write for 


a Catalog 


IT’S EASIER. 


.. IT’S FASTER 


TO WIRE THE PzS SURFEX. WAY 


Now Available in All-Plastic or Porcelain Base Types 


A 


EASY TO WIRE 


A Neat, Modern Installa- 
tion in three easy steps 


(1) Mount the Device 
(2) Run the Wire 


(3) Connect to Terminals 


SAVES TIME 


Everything you need for in- 
stallation in a single pack- 
age. No Boxes—No Taping 
—No Soldering. 


v 


There's a Surfex device for nearly all sur- 
face wiring jobs where non-metallic, sheathed 
cable is used — single pole and three-way 
switches, keyless and pull lampholders, 


duplex outlet, rosette and junction box. 


Both the P&S All-Plastic type (8661 series 
with arc-resisting Urea Base and the Porce- 
lain Base type (661 series) give the surface 
job better appearance and insure long and 
satisfactory service. The All-Plastic type is 
provided with back knock-outs which make 
back wiring possible. 


P&S Surfex Meets Federal and REA Specifications 


Approved by Underwriters’ Laboratories 


Write Department W for complete information - 


GARAGES 


be 


itt te 


es 


Either All-Plastic or Porcelain-Base 
Surfex provide these important features: 


® Buss bors for third wire or feed-thru connections 
®@ Knockouts for knob and tube wiring 
® Large wiring chambers 


® Easy wiring terminals—no wire loops or splicing 
necessary 


Knockouts for No. 12 or No. 14 standard non- 
metallic sheathed cable (2 or 3 wire) 


®@ No. 8 round head wood screws for mounting 


@ T-rated Switches—Double Grip Outlets 


and insist on P&S Surfex for every surface wiring job. 


PASS & SEYMOUR, INC. 


SOLVAY STATION . 


SYRACUSE 9, NEW YORK 


THE BEST COSTS LESS in the long run 
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MAILINGS 
TO FACTORIES! 


a” 


LIF 
Bh Ip 


ra) 


LIGHTING 


CONTRACTOR 


ys, SYLVANIA 
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PERSONALIZED 
MAILINGS 


& TO ARCHITECTS: 





Here’s a Helping Hand that really means Business 


A new powerful program that 
turns prospects into customers 
for Electrical Contractors. 
Above is the emblem of an all 
around program that sells the serv- 
ices of electrical contractors with 
National Advertising in Time, Busi 
ness Week, Newsweek, and a host of 
other magazines; also the popular, 
nation-wide TV Show “Beat The 
Clock.” 

Plus 3 coordinated and personal- 
ized direct mail campaigns sent to 
prospects by Sylvania. Plus FREE 
Newspaper ad mats. Plus free, care- 
fully prepared talks and radio spot 
announcements. Also a Lighting In- 
stallation Plan Book and many other 


wonderful helps. And, believe it or 
not, its cost is so low, Electrical Con- 
tractors agree it’s next to nothing! 


Lighting Contractors say: 


“Sylvania’s Contractor Program is a 
splendid business builder.” 

“We've shown a substantial in- 
crease since signing on the Sylvania 
Program,” 


“It’s great... and Sylvania does 


all the work.” 

“Best program ever offered Elec- 
trical Contractors.” 

For full information about this 
program write to Sylvania Electric 
Products Inc., Dept. L-3206, 1740 
Broadway, New York 17, N. Y 


eoccrererer 





Above is the identifying emblem of the entire 
campaign. It's carried in the national advertising 
and on all sales material. Urge your Electrical 
Contractor friends to display it prominently! 











GET ELECTRICAL 
CONTRACTORS TO 
SIGN UP FOR 
PROFITS NOW! 


| 
eS 
! 


Sylvania Electric Products Inc 

Dept. L-3206, 1740 Broadway, New York 19, N. Y 
Please send me the new illustrated folder giving full 
details about Sylvania’s 1952 Business Building Pro- 
gram for Electrical Contractors. (F-666) 


Name - 





Street 
FLUORESCENT TUBES, FIXTURES, SIGN TUBING, WIRING DEVICES; LIGHT 
BULBS; RADIO TUBES; TELEVISION PICTURE TUBES; ELECTRONIC PROD- 
UCTS; ELECTRONIC TEST EQUIPMENT; PHOTOLAMPS; TELEVISION SETS 


City — 


SYLVANIA. 


T 


June, 1952—ELECTRICAL WHOLESALING 





Trumbull Manual Motor Starters are designed to contre! and pre 


ir thi rnin ru of ection ad gah When you recommend 
motor protection be sure it 
includes this extra protection 


You wouldn’t recommend manual starters that didn’t provide some 
motor protection. But why recommend mere overload protection when 
there is this extra protection in Trumbull Manual Starters whether it’s 
a pushbutton or toggle type: 


£ 


@ EXTRA PROTECTION against accidental starting—No chance of an 
accidental bump starting or stopping the motor because every toggle or 


pushbutton is guarded 


@ EXTRA PROTECTION against misreading — b-xceptionally clear, un- 
mistakable ON and OFF markings 


Compact but sturdy © EXTRA PROTECTION against tampering — Doors can be locked and 
unit tor motors handles (on toggle types) can be locked. Unauthorized personnel can 
through 1 horsepow 


t tamper with starter or operate (toggle) motors 


provides Trun 
extra protes @ EXTRA PROTECTION against fault-locating delays — (lear trip in- 


tion in smallest pos lication facilitates immediate location of faults 





sible space. Note © EXTRA PROTECTION against outside conditions — An enclosure for 


yrotectiy han , 
protective andle every application: general-purpose, water-tight and dust-tight, hazard 


guard. us-location, as well as a special loom switch for textile plants. 
@ EXTRA PROTECTION against temperature changes — The heater, 


ital overload watchman, is fully enclosed in a special thermal cavity 


@ EXTRA PROTECTION against installation mistakes — Heater is so 
designed that it can’t be installed incorrectly 

By sticking to Trumbull Manual Starters—whether requirements call 

a compact fractional horsepower unit or one of the trim-looking 


hbutton or toggle units for motors up to horsepower, the user is 
assured of fast action on overload or stalled-rotor conditions with Tran 
bull's improve d overload device, positive, qd k-action tripping without 
Typical installation of a Trumbull Manual Starter in a machine kick-outs from vibration, and easy resetting with contacts that can’t be 


shop Unit is positioned for maximum operating convenience closed against overload. 


Wr:te today for circulars TEC 7 and 317A on Trumbull Manual Starters. 


TRUMBULL ELECTRIC 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 
PLAINVILLE, CONN. 
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“DB” WIRE CONNECTORS 


To meet the needs of those many DUTCH BRAND 
customers, who also use wire connectors, “DB” Wire 
Connectors have been added to the DUTCH BRAND 
Line. 
Here is another DUTCH BRAND dependable quality 
product available in all four standard sizes. They 
are weatherproof—they resist pull-out and vibra- 
tion. They are U.L. listed. 
\\ y The long skirt con- 
she {Jutch Brand ty), struction gives 
0 full insulation 
protection. 


re 
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supplement line 


electrical tapes! 


The addition of “DB” Wire Connectors makes a com- 
plete line to service your customers. DUTCH BRAND 
Electrical Tapes and Wire Connectors can be 
ordered at the same time... one order... one source. 
These new wire connectors will be advertised along 
with electrical tapes. Be one of the first to stock 
and sell this new product. 


DUTCH BRAND ELECTRICAL TAPES 


The DUTCH BRAND trio of electrical tapes offers se- 
lection to meet varied requirements. DUTCH BRAND 
Tapes have a wide range of qualities that make 
each suitable for a specific job. Combined with 
“DB” Wire Connectors you have all insulating require- 
ments in one quality line. 


Include all—the next time you order. 


VANCLEEF BROS INC 


orvisiow or Johns Manville 
7800 WOODLAWN AVE. © CHICAGO 19, ILLINOIS 








Feedrail system provides 
the power for a monorail 
hoist with slide switches 
and turntable in a sewerage 
disposal plant in Brooklyn, 
New York. 


| 


cLECTRIC FEEDRAIL 
| 











Simplifies 
Plant Problems 


Feedrail is a flexible system of electrical distribution. It 
powers small or large hoists with equal ease. Mobile 
power trolley outlets supply power to crane or hoist. It’s 
a simple problem to power a hoist on a curve, slide switch, 
transfer, turntable or spur run. Easily and quickly in- 
stalled it provides a safe, dependable power source and 
requires little or no mainteance. 




















Feedrail offers new freedom in planning plant layout 
and production schedules. Trolleys roll smoothly within 
the enclosed track and current is immediately available 
where needed. Trolleys are added in a matter of minutes 
without shutting off the power. 
Unit powered equipment and men move into line at a 
moment’s notice to break ‘“‘bottlenecks” at overloaded 
Sold by leading work centers. This flexibility is a vital factor in lowering 
costs and raising production volume. A factory fabricated 
Feedrail system will solve your electric power distribution 
problems. Write for literature, 


Vever Becomes Obolele 
FEEDRAIL CORPORATION 


Subsidiary of Russell & Sto 


electrical distributors. 


46-D 





125 BARCLAY STREET -§ NEW YORK 7, N. Y. 


ELECTRICAL WHOLESALING—June, 1952 





NEW PRODUCTS 


PLASTIC TAPE 
Okonite Co., Passaic, N. J. 

New plastic tape can be used for both 
electrical and mechanical purposes 
Only 7 miis thick, it will withstand 
10,000 volts and has insulation resis- 
tance of over 1,000,000 megohms per 
10 square inches of tape. It will stand 
20 pounds pull per inch of width with- 
out breaking, manufacturer claims. To 
be sold through wholesale distributors, 
it resists water, oils, chemicals and 
withstands weather extremes. 





COFFEE BREWER 


Cory Corp., 221 N. La Salle St., Chi- 
cago l. 





Stainless steel, automatic coffee brewer 
for home use comes in four-, six- or 
eight-cup capacity. It has plastic-hinged 
lower bowl decanter cover, plastic 
safety stand for upper bowl and plas- 
tic coffee measure. 


FUSES 


Monarch Fuse Co., Ltd., Jamestown, 
MN: %. 
Heat dissipating fins have been added 
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as a new design teature on several 
sizes of this line of renewable knife 
blade type fuses. Six of these large 
area, brass fins are incorporated in the 
new design. Three are spaced equally 
along each of the two fiber bar sup- 
ports between the fiber bar and the 
copper knife blades. The interior of 
the fuses remains cooler because of the 
increased heat transfer surface 


HINGED LENS FIXTURE 


Day-Brite Lighting, Inc., 5411 Bul- 
wer Ave., St. Louis 7, Mo. 


A separate hinging arrangement al 
lows hinging from either side or com 
plete removal for maintenance on 
this fixture. It is available for 
either Slimline or flourescent lamps 

an 8-foot unit for two 75-watt Slim 
line lamps; a 4-foot 
Slimlines; a 


new 


unit for 
j-foot unit for 


two 
i0)-watt 
two 40-watt fluorescent lamps; an 8 
foot unit for four 40-watt fluorescent 


lamps 


SURFACE-MOUNTED LUMINAIRE 


Electro Mfg. Corp., 2000 W. Fulton 
St., Chicago 12. 

Surface-mounted fixture, 
said to achieve greater utilization of 
downlight, incorporates Styrene plastic 
louvers and a metal reflector plate. An 
easy, safe and fast device has been 
added for opening and closing louvers. 
The fixture is available in four-lamp 
?0-watt models 


fluorescent 


 two-lamp, 40- and 


OIL-TIGHT PUSHBUTTONS 


General Electric Co., Schenectady 5, 


New design features are incorporated 
in line of oil-tight pushbutton units 
The 
completely on the 
self- 
color 
identification, 


for machine tool applications 
designed 
building-block principle, feature 


units, 


i-line” contacts and removable 


rings for pushbutton 
They provide increased flexibility of 
application because basic units (opera- 
tors, contactors and color rings) can 
be arranged in various combinations to 
as st ind ird 


meet all special as well 


requirements, according to G.I 


FLUORESCENT ‘T’ LIGHTS__ 


Guardian Light Co., 301 Lake St., 
Oak Park, Ill 


Waterproof continuous horizontal flu 
orescent “T” lights have been designed 
especially for service stations. The line 
consists of two basic 30-inch-wide fix 
in length and 

They 
separately or with a coupling device 


tures one 4 feet 


other 8 feet can be installed 


using various combinations to form 


continuous rows 











NEW PRODUCTS (cont.) 


. 


PROMOTION PROGRAM for new Westinghouse starter features 


a seven-step blindfolded disassembly sales presentation. Promotional 


literature presents photos of the seven disassembly steps, and is given 


the customer prior to the disassembly demonstration. Theme of the 


promotion for the starter 1s 





Plug—One-piece tip rod, which to- 


with the sleeve is assembled 


gether 
into the mold as an insert, is the main 
feature of plug It has complete con- 
tinuity of thermoplastic insulation be 
“tween the tip rod and the sleeve 
Switchcraft, Inc., 1328 N. Halsted St., 


Chicago 22 


Branding Iron—Serial number elec 
tric branding iron has the numerals 0 
to 9 around the periphery of the brand 
ing die, and a space on the face plate 
at end of die for additional branding 
copy if so desired. Hexacon Electric 


Co., Roselle Park, N. J. 


Oscillating Fan — Guard on oscillat- 
ing fan is made of ribbon-mesh steel, 
small enough to discourage “tiny fin 
gers” and “inquisitive pets,” yet each 
ribbon is so angled that it offers no 
inch blade. 
Chicago Electric Mfg. Co., 6333 W 
65th St., Chicago 38 


breeze resistance. Has 12 


Lamp Bulb 
the bulb built-in 


new 100-watt lamp bulb directs two- 


-A larger companion to 
with “the shade,” 
thirds of light upward to ceiling, cre- 


ating indirect lighting effect. Lower 
portion of bowl is covered with soft- 
toned, enamel finish. General Electrix 


Co., Nela Park, Cleveland 12 


84 


Add a Part 


Week for Seven Weeks 


=—===NEW PRODUCT BRIE F Seeeee————— 





Explosion-Proof Fan—For exhaust- 
ing dangerous fumes, dirt, heat and 
smoke, explosion-proof fan has motor 
outside the air stream. Blade ranges in 
sizes from 18 to 42 inches, and motors 
trom 44 to 712 horse- 
Mtg ( .. 


are available 
power. Standard Electric 
Inc., West Berlin, N. J 

Receptacle—T-slotted duplex recepta- 
cle has double-blade contacts, made of 
phosphor bronze. Terminal screws 
have large heads, backed out and ready 
Back is of 
and plaster ears measure 14g inches. 
Eagle Electric Mfg. Co., Inc., 23-10 
Bridge Plaza South, Long Island City 


LX. YF. 


to receive wire 


Portable Fixture—For use with infra- 
red lamps, portable fixture can be used 
for a variety ot purposes, such as dry- 
ing hair, nail polish, paints; thawing 
pipes, radiators; relieving aches; and 
can be used regularly to heat nurseries. 
Solar Electric Corp., Warren, Pa. 


Mounting Strap— For use with re- 
cessed lighting fixtures, mounting strap 
They 


eliminate framing-in and allow hous- 


can be installed by one man 
ing to be positioned exactly, either be- 
fore or after straps are attached to 
ceiling joists. Pryne and Co., Pomona, 
Calif 


Bakelite, | 


THIS AD 


THIS MONTH 


its | 
THOMAS & BETTSjCO. 


Incorporated 
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HANDLE LOTS MORE 
grounding jobs in lots less time 


th multi-purpose, 
easy-to-use T & B Ground Clamps* 


Take along just éwo types of T & B Clamps—and 
you can take on “most any grounding job! 43846 
handles #6 or 4 bare wire... #3847, #8, 6 or 4 
armored. Both make a tight, lasting, non-crushing 
connection to copper tubing... water pipe... 


ground rod—in 14” and 34” sizes. 


Tighten just one screw on a #3846 for an electri- 
cally sound, mechanically durable joint between 
wire and electrode. Tighten just one more screw 


on a #3847 for a lasting grip on the armor too! 


One-piece construction — no loose parts 
to get lost. Ideal for installation 
in dark, cramped quarters. 


UL approved, of course! 


ENGINEERED RIGHT... 
DISTRIBUTED RIGHT! 





Ground Clamps #3846 and #3847 are 

typical of the many T & B quality fittings THERE'S A 

recently re-designed to give you outstanding X 

performance at lowest installed costs. Like all ee 

T&B tt they’re furnished vor the T &B : a. 

Plan 100% through your local T & B distributor. PRooUCcT 
for every 
wiring job 

in the 


complete T & B 
line of fittings 


THE THOMAS & BETTS CO. | ccsicicl on 


INCORPORATED 4 raceways. 
20 Butler Street Go 
Elizabeth 1, New Jersey @& ’ Up Py 


MANUFACTURERS OF ELECTRICAL FITTINGS SINCE 1898 
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Paring wire and cable through a long section of “‘pipe’’ is much 
like selling it. No matter how smooth the covering, more often than 
not, the use of pulling compound conditions the surfaces, over- 
comes friction, saves time and makes the technician’s efforts more 
productive. 

The same general conditions apply to the sale of wire and 
cable except that advertising, in this instance, acts as the pulling 
compound. 

These are the manufacturers of wire and cable who advertised 
in the May issue of ELECTRICAL CONSTRUCTION AND MAINTENANCE. 
Through their thoughtful use of advertising, they are conditioning 
your customers and prospects .. . helping to overcome sales resist- 
ance .. . saving you time .. . making your sales efforts more pro- 
ductive and profitable. 

Of particular importance, too, is the fact that they do this con- 
ditioning job in ELECTRICAL CONSTRUCTION AND MAINTENANCE 
Reason? More worthwhile specifiers and buyers—electrical con- 
tractors, heads of industrial electrical departments, consulting en- 
gineers and motor service shop owners—prefer, pay for and read 
ELECTRICAL CONSTRUCTION AND MAINTENANCE than any other pub- 
lication in the field. 


Wire and cable advertising 
in the May issue of 
ELECTRICAL CONSTRUCTION 
& MAINTENANCE 


Anaconda Wire & Cable Co 


Crescent Ins. Wire & Cable Co. 


General Electric Co 


Hazard Insulated Wire Works 


Okonite Co., The 


Paranite Wire & Cable Div. 


Roebling’s Sons Co., John A 


Simplex Wire & Cable Co 





Triangle Conduit & Cable Co., Inc. 


ELECTRICAL 
CONSTRUCTION 
AND MAINTENANCE ® © 


A McGraw-Hill Publication 
330 West 42nd Street, New York 36, N. Y. 
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News Notes 


From N.A.E 


By William C. Pirie 


Public Relations Manager 
National Association of Electrical Distributors 


PACIFIC ZONE MEETING 
ATTRACTS RECORD TURNOUT 


Over 300 members and guests at- 
tended the Spring Convention of 
N.A.E.D.’s Pacific Zone held May 13, 
14 and 15 at the Empress Hotel, Vic- 
toria, B. € 

An excellent program of speakers 
from industry had been arranged by 
the zone with Nelson 
Thomas, chairman of the association's 


, Canada 


committee 


Pacific Zone, serving as program chair- 
man 

Many problems of both the Appa- 
ratus and Supply and Appliance Divi- 
sions were discussed by these outstand 
representatives at the 


13 and 14, 


ing industry 
open meetings on May 
while association programs and plans 
were presented at the executive meet 
ing for members only held on May 12 

Included in the speakers were Aus 
tin Little, sales manager of the Press- 
John Clark, consulting 
analyst; H. L. Hoffman, 
president, Hoffman Radio and Tele- 
vision; John Wicht, president, Black- 
stone Corp.; W. C. Mainwaring, vice 
president, British Columbia Electrical 
Railroad Co.; and Arthur Hooper, 
editor of ELECTRICAL WHOLESALING 


reel Corp.; 


reporter and 


NEW CHAIRMAN NAMED FOR 
APPIANCE DIV. COMMITTEE 


The appointment of Thomas F 
Joyce, president of Raymond Rosen 
and Co., Philadelphia, to the chairman- 
ship of N.A.E.D.’s Radio and Televi 
sion Committee has been announced 
by Executive Director Chas. G. Pyle 
Mr. Joyce, long a leader in the appli 
ance industry, succeeds the late Ray- 
17 ond Rosen who had played such an 
mportant part in the association’s Ap- 
pl ance Division 
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Appointed to the chairmanship of 
the Major Appliance Committee is H 
S. Schiele, Artophone Corporation, St 
Louis. Mr. Schiele has been serving as 
chairman of the Subcommittee on 
Refrigeration, Freezers, Room Condi- 
tioners and Water Coolers, and re- 
places K. G. Gillespie 


JUNIOR ACHIEVEMENT 
WINNERS SELECTED 


At its meeting last month the Junior 
Committee, Francis E 
New York 
City to inspect and select the winner 
of the N.A.E.D. Junior Achievement 


Achievement 


Stern, chairman, met in 


award 

A large group of electrical prod 
ucts manufactured and sold by Junior 
sub- 
mitted from all sections of the country 
in the competition winner, 
as usual, is announced at the associa- 
In addition 


Achievement companies were 


and the 


tion's annual convention 
to certificates for each member of the 
company, a representative 
from the company is selected to repre 
sent it at the convention as the guest 
of the N.A.E.D. Committee 

Also selected at the committee meet 


winning 


ing were the winners of the nine an- 
N.A.E.D. Junior Achievement 
scholarships with one Junior Achiever 
being selected from each of the asso- 
ciation’s nine zones 

Much interest and enthusiasm has 
been generated through N.A.E.D.’s 
active support of this worthwhile pro- 
gram. It is a program designed to pro- 
mote early and better understanding 
on the part of young people about 
America’s business economy 

Under the guidance of locally prom 
inent industrial and business leaders, 
boys and girls of high school age par 


nual 


ticipate in the formation and operation 
of actually incorporated businesses of 
many types 

Ir is to encourage the initiative and 
enterprise of the Junior Achievers that 
N.A.E.D. has annual 


awards and scholarships 


established its 


N. A. E. D. HEADQUARTERS NOTE 


As we approach the end of the first 
year in our new headquarters at Nor- 
way House, 290 Madison Ave., New 
York 17, N. Y., we find it fast becom- 
ing the focal point for visiting elec- 
trical distributors 

The that 
N.A.E.D headquarters is taking on an 
international flavor with recent visitors 
from Great Britain and West Germany 
coming in to learn first-hand about the 


tact of the matter ts 


distribution of electrical products in 
this country 
in the heart of New York 


access to railroad tere 


Situated 
City, with easy 
minals as well as to the airlines termi- 


nal and leading hotels, the 


new loca- 
tion has proved to be most advanta 


geous 


PIRIE RESIGNS FROM 
N.A.E.D. STAFF 


The resignation of William C. Pirie 
is public relations manager of the asso 
effective 15th 
announced by Executive Director Pyle 
Mr. Pirie has left to become publisher 


of a weekly newspaper in New Hamp 


ciation June has been 


shire 

He is succeeded by Al Pfaltz 
had previously served as public rela 
tions manager of N.A.E.D. from 194 
to 1950 


who 


and who resigned because of 


illness 
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Wholesalers Take the Lead 


HI conjecture 


whx re sale 


that the electrical 


distributor is losing 

ground to the factory branch opera- 
tion has been much bandied about of 
late. The independent major appliance 
wholesaler, in particular, is seen to be 
observation that 


slipping—an may 


have some basis in fact. But as far as 
the overall electrical distributing pic 
ture is concerned, nothing could be 
farther trom the truth 

This fact 


cently 


is evident 


released by the 


in figures re 
Bureau of the 
1948 


statistics 


Census in connection with the 


Census of Business. These 
that electrical distributors have 


trom 


show 


moved behind the factory 
branches to take the lead in compara- 
tive sales 

In 1929, sales branches and offices of 
manufacturers ac- 


electrical goods 


counted for a 66.9 per cent greater 


88 


dollar volume of sales than electrical 
goods wholesalers. This margin had 
been narrowed to 9.2 per cent by 
1939. And in 1948, the wholesalers 
went out in front, bettering the dollar 
volume achieved that year by electrical 
manufacturers’ branches by 1.1 per 
cent 

During this 19-year period, sales of 
manufacturers’ sales branches and of- 
fices didn’t stand still. They climbed 
from $1,413,393,000 in 1929 to $4,- 
374,478,000 in 1948—an increase of 
209 per cent. But electrical goods 
wholesalers’ sales soared from $846,- 
689,000 in 1929 to $4,424,566,000 in 
1948—a gain of 423 per cent, or more 
than double that of the manufacturers’ 
branches 

Highly significant is the fact that in 
1939 the volume of electrical 
goods wholesalers was only 6.9 per 


sales 


cent under their 1929 figure. But the 
factory branches hadn't come out of 
the coma yet. Their 1939 dollar sales 
sank 38.9 per cent under their 1929 
total. Obviously, the superior sales- 
manship and adaptability of the dis- 
tributor, sharpened by depressed times, 
was the buoying factor 
Whether or not the 
trend in the distributor's 
been reversed in the last few years is 


19-year-old 
favor has 


another question. A quick look at the 
electrical wholesaling industry's record 
1951 sales volume—$5,545 million, a 
booming 25 per cent above 1948—cer- 
tainly would seem to indicate that the 
distributor is more strongly in the 
saddle than ever before. It will take 
the next Census of Business to prove 
otherwise. Until then, anything sug- 
gesting that the wholesaler’s star is 
setting just isn’t realistic 
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NEWS OF. THE INDUSTRY 


Exhibitors Unveil Lighting Innovations 


e ILE show sets the trend for modern lighting, displaying 


equipment in many cases never before shown 


@ Gold Seal and Merit Award entries highlight conference 
and exposition session in Cleveland Auditorium 


LEVELAND—New upward compo- 

nent industrial lighting units, im 
proved luminous louvered ceiling 
lighting, troffer lighting, advancements 
in lampholders, fluorescent and incan 
descent lamps and many more lighting 
innovations all had their debut at the 
Fourth International Lighting Expos 
tion in Cleveland Auditorium last 
month. 

Nearly 100 


of commercial 


exhibitors—manufac 


turers and industrial 
lighting equipment 


huge, drab interior of the public audi- 


transformed the 


torium into one of the best lighted 


showplaces in the country. Thousands 
I laces th ntry. TI and 


of visitors from all parts of the United 


States and Canada streamed through 


<Y LIGHTING 


the four-day sessions and came away 
with the realization that the lighting 
industry's success—and its progress 
assured 
was not overflow—advanced registra- 
tion indicated a large turnout—exhi- 


were moved by 


is well Although attendance 


bitors nonetheless 


what they considered to be a very re- 
ceptive audience 
e Gallery of Awards—Replete with 


many new features not found at pre 


vious expositions, the ILE show also 
spotlighted the winning entries in the 
Merit Award Competition. These were 
displayed in art-gallery style at the en 
hall so that 


visitors could study and examine pho- 


trance of the exposition 


tographs, blueprints and other details 


INISTITUTE 


Wholesalers Lamp Salesmen Meet at Nela Park 


Human compass was formed by 
recent “‘Lighting Sales Clinic 
land. Serving a 
Forbes {center) 
Sales Co., Atlanta, Ga.; E. C. Meyer 
Co.; Mr. Forbes; R. E. Hall, 
and W. R. Yundt, Graybar Electric ¢ 


manager 
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four wh 
’ at G.E. Lighting Institute 
points of the compass, the four salesmen, shown with J. C 
f the Institute, are 
Hollywood 


Independent 


lesalers’ lamp salesmen at 


Nela Park, Cleve 


Hy Ruben, Acme 
Wholesale Electric 
Muskegon, Mich 


(from left) 
(Calif. ) 
Electric Co., 
at Boston, Ma 


at their convenience. The Gold Seal 
and Merit Awards—numbering over 
250—represented the finest techniques 
and latest steps in Planned Lighting as 
employed in recent installations by 
electrical distributor lighting salesmen, 
electrical contractors, consulting engi- 
neers, architects, utility light and power 
men, and owners and users of commer- 
cial lighting 

(A picture presentation on some of 
the lighting installations that won 
top awards in the Merit Award Comp- 
etition appears on pages 60 and 61). 

The conference sessions, which ran 
imultaneously with the exposition, 
headlined such famous names in gov- 
ernment, lighting and allied fields as: 
Luther J. Shank, Electrical Equipment 
Division, NPA; Joseph S. Schuchert, 
Duquesne Light Co.; S. L. Drumm, 
chairman of the Better Light-Berter 
Sight Bureau; Sylvester Guth, General 
Electric Co.; and George P. Wakefield, 
F. W. Wakefield Brass Co. The Hon- 
orable Dewey Short, Congressman from 
Missouri, gave the principal address at 
the exhibitors’ dinner held during the 
lighting show 


CLEVELAND—More than 100 dis- 
tributors’ salesmen from all sections of 
the nation recently attended a three- 
day “Lighting Sales Clinic” at General 
Electric Lighting Institute here 

The visiting salesmen represented 
nearly 50 wholesaling concerns, and 
came from 21 states. Some came from 
as far away as Honolulu, Hawaii, and 
Montreal, Canada 

The clinic’s program was divided in 
to three main topics, “Selling through 
the Dealer,” “Selling Lamps and Light 
ing to the Quantity Consumer” and 
“Market Development and Expansion.” 
These subjects, in turn, were divided 
into some 30 sub-topics 

Serving as daily chairmen for the 
sales clinic were T. C. Ohart, sales 
manager of retail sales; R. E. Worstell, 
sales manager of quantity consumer 
sales; and F. B. Lee, general sales de- 
partment. All are Nela Park sales ex- 
perts. A. D. Shanks of the lamp divi- 
sion’s general sales department at Nela 
Park was in charge of the clinic 








100,000 Candlepower... 


RATED AT ONLY 300 WATTS! 


Long Throw 


DESIGNED TO SAFEGUARD 
LIFE AND PROPERTY 


For outdoor use. The Austin CLD-56 
fills the great demand for applications 
requiring a spot of high intensity, long 
throw and narrow beam. Particularly 
adaptable to protective lighting 
around buildings, shipyards, docks, 
rail yards, air terminals, along fences, 
and many other locations where good 
light is essential to safeguard life, 
property and operations. Ideal also 
for a variety of commercial uses — 
building fronts, recreation areas, 
church spires, etc. 

Designed for use with the new 
PAR-56, 300 watt, 100,000 candle- 
power sealed beam lamp. Throws a 
21'x 37’ eliptical beam at 100’, 42'x67‘ 
beam at 200’, etc. Lampholder is engi- 
neered to permit lamp’s rotation with- 
in housing to any fixed position so 
elipse shaped beam will cover exact 
area desired. Lampholder is adjustable 
so light can be beamed in any 
direction. 

Made of lightweight cast aluminum. 
Weatherproof, completely wired. 
Stem has 2" tapered thread to fit 
variety of Austin fittings (a few are 
illustrated at right). If lamp protection 
is desirable, lens and lens holder are 
available at additional cost. 


Write for Information 
and Prices 


The THB. Austin Company 


NORTHBROOK. ILLINOIS 





"4 


High Intensity I 





AUSTIN 
CLD-S6 


CLUA-Y1 


Lawrence Electric Elects 

E. T. Glaser New President 
CINCINNATI, OHIO—Emile T 

Glaser has been elected president of 

The F. D. Lawrence Electric Co. The 

action was taken at a recent meeting 


Emile T. Glaser 


of the board of directors of the firm 
ds the late Edwin R 


lied while on a vacation 


He succee 
Knauft who « 
trip abroad For the past 41 years, Mr 
Glaser has been a member of The F 
D. Lawrence Electric Co., and for the 
past 12 years he has been executive 


vice president 


Lighting Head Appointed 
WASHINGTON — Doubleday-Hill 


Electric Co. has announced the promo 
tion of W. H. Fornof to head its ligh 
» division. Mr. Fornof has been as 
with Doubleday-Hill since 

and had been employed in 
senior sales capacity since his return 
from four years’ service in the army 


during World War II 


Three New Vice Presidents 
Selected by Westinghouse 

PITTSBURGH—Three vice presi- 
dents to head 12 of the 31 divisions of 
the Westinghouse Electric Corp. have 
recently been elected, according to John 
K. Hodnette, vice president in charge 
of industrial products 

W. W. Sproul, who has been made 
vice president in charge of the com 
pany’s general industrial products 
group of divisions, has been with West 
inghouse for 25 years, and most re 
cently was sales manager, industrial 
products 

L. B. McCully, vice president in 
charge of the East Pittsburgh divisions, 
has been with the firm 36 years and 
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has been manager most recently of the 
East Pittsburgh divisions 

H. E. Seim, has been made vice 
president in charge of the Sturtevant 
division, with headquarters in Boston, 
and also The Bryant Electric Co., a 
wholly-owned subsidiary at Bridgeport, 
Conn. He was formerly general man 
ager of both operations, and joined 
Bryant Electric in 1909 as an office boy 

Mr. Sproul will have his headquar 
ters in Pittsburgh, Mr. McCully at East 
Pittsburgh and Mr. Seim at Boston 


New Chairman, President 
Are Selected by Landers 
NEW BRITAIN, CONN.—Landers, 


Frary & Clark has announced the elec- 
tion of a new chairman of the board 
of directors and the election of a new 
president. Elected to the posts were 
Richard L. White and Bret C. Neece, 
chairman and president, respectively 

Mr. White succeeds Arthur E. Allen 
who is retiring as chairman after 
serving since 1941. Albert S. Bross is 
the new vice president in charge of 
sales, succeeding Mr. Neece 

Donald F. McManus, controller of 
the company, has been designated the 
new treasurer, succeeding Mr. White, 
who has held the post of treasurer as 
well as president since the resignation 
of Francis L. Dabney last November 

Stockholders of the company, who 
recently held their annual meeting, 
elected William J. Russell, vice presi 
dent in charge of engineering, as the 
only new director. He replaces Henry 
T. Burr, who relinquished his place 
on the board. Mr. Burr, former secre 
tary of the company, retired several 
years ago after many years of service 
with Landers, Frary & Clark 

Other directors re-elected are C. T 
Treadway, J. L. Howard, Harris Whit 
temore, Jr., J. H. Buck, E. S. Way 
land, Mr. White, Mr. Allen, Mr. Neece, 
W.H Judd and Noah Lucas 

Other officers of the company who 
were re-elected are E. J. Van Buskirk, 
vice president; R. N. Campbell, vice 
president; W. J. O'Brien, secretary and 
assistant treasurer; H. K. Forbes, as 
sistant treasurer and assistant secretary 
W. H. Hansen, aiso assistant treasurer 
and assistant secretary 

Mr. White, the new chairman of 
the board, was born here and gradu 
ated from Harvard in 1920. He was 
elected president of Landers in 1941 
and had been treasurer of the com 
pany since 1928. 

The new president, Mr. Neece, was 


June, 1952—ELECTRICAL WHOLESALING 


PIPE MOUNTING 
HOUSE BRACKETS 


ING 
MORE FUSSING OR FUM 


NO 
NO MORE MAKE-SHIFT ARRANGEMENTS 


Here’s what your trade 
has wanted all along. Porcelain Prod- 
ucts offers you the first easily attached, 
low priced Pipe Mounting House Bracket for 
use wherever electrical conductors are fast- 
ened to pipe. They're perfect for residential, 
industrial or rural wiring jobs . . . ideal for 
ranch type housing with wide eaves. And they 
save contractors’ time, money, avoid costly de- 
lays. Write for prices, literature and plan a 
stock on hand to meet the demand. 


a TT ES 
= [ single Point Unit 

| for 114"%—115"; 2” pipe 
Three Point Unit 41/4” or 6” wire 
spacing, for 2” and 21/2" pipe 


in Products, 


FINDLAY, OHIO 








BE 
CERTAIN 











BRANDED! 


Tl 


BRANDED JACKETS! 

No mistake... You know you 
are getting Certified. You read 
at a glance cable type, size, 
voltage, “PIT6BM’. . . which 
indicates approval by the Penn- 
sylvania Bureau of Mines, and 
acceptance for listing by the 
U.S. Bureau of Mines. Easy to 
measure...‘‘Bronco’’is repeated 
every 2 feet. 


With Bronco 60 Certified you 
know you are getting a full 60% 


| by weight of Neoprene in your 








By WESTERN INSULATED WIRE CO. 


Los Angeles 58, California 


cable’s protecting jacket because 
its contents are certified. 


More Neoprene makes long-last- 
ing Bronco 60 Certified more re- 
sistant to oil, acids, alkalis, ozone, 
gasoline, salt water. 


In addition, with Bronco 60 Cert- 
ified you get: 1. Cold Rubber 
Insulation. 2. Branded Jackets. 
3. Superior Flexibility. 


So, BE CERTAIN, GET CERTIFIED 
— the greatest cord value on the 
market! 


educated at Lombard College in Gales- 
burg, Ill, and joined Landers, Frary & 
1923. He was 
appointed general sales manager in 
1938 and elected a vice president at 
that time. In 1941 he was named to 
the board of directors of the company 


Clark as a salesman in 


Sylvania Starts Promotion 
For Electrical Contractors 
NEW YORK—#n intensive pro- 
motion for electrical has 
been launched by the lighting divi- 
sion of Sylvania Electric Products Inc., 
according to E. W 
ing manager 
Patterned after a similar and suc- 
cessful campaign initiated by Sylvania 
last year, the new 1952 campaign is 


aimed 


contractors 


Gutelius, advertis- 


at directing customers for any 
and all electrical work to the electrical 
contractor, Mr. Gutelius reported. The 
promotion features the electrical con- 
tractor as an expert on any problem in- 
volving lighting, heat or power 

Mr. Gutelius said a feature of the 
campaign, and the only way the con- 
tractor can identify himself with the 
program, is the emblem which is pro- 
duced in full color and can be placed 
on trucks, windows and on letterheads 
The theme behind the emblem is to 
sell the service of electrical contractors 
This theme will be pushed in full-page 
advertisements in business papers and 
news magazines 

The contractor joining the promo- 
tion receives a sales building kit, which 
includes newspaper and telephone di- 
rectory advertisements, plus texts for 
talks to service and women’s clubs, in- 
terviews with radio and TV groups, 
and procedure instructions for making 
with local and for 


contacts groups 





IT’S NOT SIZE, but salesmanship that 
counts, says Johnny as he stands be- 

je Burndy Engineering Co.'s ‘‘mid- 
get’ display. Folding to a compact 20 
by 43 by 35 , the display con- 
tains 65 Burndy electrical connectors, 
demonstration materials and promo 


inche 


1 lite 
tional literature 
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obtaining local newspaper publicity 
when talks or interviews on modern 
lighting are given 

Mailings sent out by the contractor 
are divided into three groups, for store, 
office and factory prospects; architects 
and general contractors. Sylvania also 
supplies the mailing pieces 


Gesco-Chicago Names Lloyd 
CHICAGO—James W Lloyd has 


been appointed traffic appliance spe 
cialist for the Chicago district of the 
General Electric Supply Corp., accord 
ing to an announcement from A. H 
Kahn, district manager. Mr. Lloyd, wh« 
formerly handled appliance sales pro 
motion, succeeds F. S. Suhler, who re 
cently transferred to St. Paul, Minn 


to become district appliance sales man 
ager for the General Electric Supply 


Corp. there 


Partnership Plan Continues 
NEW YORK—Proctor Electric Co 


has announced that it will continue its 
partnership plan, introduced last Feb- 
ruary. The original plan was based on 
protecting the profit margins of re 
tailers and distributors and enabled 
them to sell Proctor appliances com 
petitively and in volume at normal 
mark-up margins. Specials on an iron 
and a toaster were made available to 
stimulate consumer interest 


8,500 Get Wiring Brochure 


NEW YORK—Some 8,500 leading 
home builders around the country have 
received a copy of a recent brochure 
published by the National Adequate 
Wiring Bureau. Titled “28,000,000 
Messages on Adequate Wiring Open 
the Way to Bigger Profits for You, 
the brochure explains that today’s ade 
quate wiring is not limited to the ne 
cessities but the luxuries as well. 


Appliance Sales To Double, 
Westinghouse Head Report 
MANSFIELD, OHIO—A doubling 


of the present volume of the electric 
appliance business of the Westing 
house Electric Corp. was forecast re- 
cently at a meeting here of stockholders 
of the company by J. H. Ashbaugh, 
vice president of the electric appliance 
division 

Speaking at the 66th annual meet- 
ing of stockholders, he said that within 
the next ten years Westinghouse will 
be able to double its business in the 


June, 1952—ELECTRICAL WHOLESALING 


Why skilled workmen Choose 
Pit. ib vises 


for Conduit 
and Pipe 


4 lip 


Rifeaib> TOOLS 
make good workers 


better 


WHUREURRAALALAAS 


8 sizes conduit from Ve" to 6’ 


1 E216 Vises Assure You Profitable Volume Sales 


¥% All have handy integral conduit rests and benders 


% Yokes and bases of strong special malleable; top qual- 
ity tool-steel jaws— LonGrip jaws up to 6” capacity 


% Made in bench, post, kit, stand and tristand models 
Chain vises in bench, post, stand and tristand models 


% It pays you to stock and sell popular work-saver 
Rito Vises. Write for complete profit data 


THE RIDGE TOOL COMPANY « ELYRIA, OHIO 











ie 
a nickel 
a blow * Pl 


cently appointed by Sylv Electri 
sHawmut ©@ RENEWABLE cently appeinted by Syivenie, Bact 


Inc., are 


LINKS COST AS LITTLE AS ee ee ee ae ee 


formed Newark, N.J., district, and E 


5¢ TO REPLACE B. Colby, district sales manager of 


the newly-formed Pittsburgh district 











field of electric appliances, placing the 
dollar volume, based on present dol- 
lar value, in excess of $400 million 
Four major reasons why the appli- 
ance division expects to reach this 
goal were cited by Mr. Ashbaugh. The 
Both Knife-Blade and four reasons are population growth 
Ferrule Types for 250 
and 600 volt circuits, that annually adds to the nation’s popu- 
— ne lation two cities equivalent to Wash- 
ington and Baltimore; confidence in 
public acceptance of new appliances 
such as dishwashers, electric clothes 
dryers, food disposers, automatic wash- 





ers and dehumidifiers; third, the con- 
Shawmut “‘t-d’’ Renewables have tue best time | tinuing trend toward the desire for 
delay characteristic of any renewable fuse. 
The t-d link gives maximum time delay in 
the higher current ranges where most needed. 
At the same time it gives maximum protection 
in the overload zone. On short circuit, operation 
is instantaneous along with a reduction in the ma 
rate of rise of recovery voltage. The notches of Turning to the short-term outlook 
the t-d link blow one after the other with action | for the balance of 1952, Mr. Ashbaugh 


like a 4-step rheostat. | summed it up this way. “The short 


more leisure time; and fourth, with 
proper organization, advertising and 
promotion, Westinghouse will be able 
to increase its share of the going busi- 
ness 


term outlook is not quite so clear 


Business has slowed somewhat. Every 


2 will require 


Simple, sturdy, dependable. Easy to install, ‘ ste | indication is that 1952 
take apart or renew. Precision-made with no * pe tele? good, hard selling. It is our feeling 
welded or steel parts. Completely interchange- ‘ : that the business is there, as evidenced 
able links and parts. Large contact areas. tite Ss by the fact that the savings are at 
Adequate two-way venting. ‘ 





in all-time high.” 


Walker Electrical Ils Made 
All Shawmut t-d fuses are renewable. The com- 


plete fuses or renewal links for the knife-blade Representative of BullDog 
type are available for either 250v or 600v cir- DETROIT—BullDog Electric Prod- 
cuits in sizes ranging from 70 to 600 Amps. In ferrule types, sizes 


: ucts Co. has announced the appoint- 
for both complete fuses and renewal links range from 0 to 60 Amps. 


ment of the Walker Electrical Co., 

ORDER NOW OR SEND FOR SHAWMUT B28 BULLETIN 500 Atlanta, as its re presentative in the 
South 

se, Walker Electrical will promote and 


THE CHASE-SHAWMUT co sell all BullDog products in the ter- 


ritory formerly serviced by BullDog’s 
372 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS } 7: : . 
Southern division. This territory in- 


cludes Arkansas, Louisiana, Mississippi, 


ge yi ae ; Tennessee, Alabama, Georgia, Florida, 
RIE MD) Coy wy LM > South Carolina, North Carolina, Vir- 
Trion ~tO~ COT Beet wOT a= seel bus ginia and part of West Virginia. Walk- 
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er will continue to manufacture and 
sell its own line of products, which 
complements the BullDog line 

BullDog announced that by dis 
solving the division and appointing 
Walker as a full associate, it is provid 
ing better service and faster deliveries 
in the territory through an established 
local firm 


NuTone To Move Offices 
LOS ANGELES—The West Coast 


offices and warehouse of NuTone, Inc., 
Cincinnati, Ohio, will move to new 
and larger quarters here shortly at 
1734 South Maple Ave., according to 
an announcement from the firm's vice 
president in charge of western sales, 
F. B. Marple. The firm's old headquar 
ters were located at 919 E. 31st St 


NEMA Group Elects Head 


CHICAGO—H. Hartmann, vice 
president and general manager of the 
Fresh’nd-Aire Co., a division of Cory 
Corp., has been elected chairman of 
the newly-organized dehumidifier sec- 
tion of the National Electrical Mfrs 
Assn. The section held its first regular 
meeting here recently at the Edgewater 


Beach Hotel. 


Waldorf Dinner Climaxes 
industry-wide JDA Drive 


NEW YORK—Radio and electrical 
appliance industry leaders climaxed 
their industry-wide drive on behalf of 
the Joint Defense Appeal with a din- 
ner recently at the Hotel Waldorf- 
Astoria, with Alex M. Lewyt, president 
of Lewyt Corp., as chairman. 

Among the executive committee 
members assisting Mr. Lewyt were 
Edward Froelich, Warren-Connolly; 
Benjamin Gross, Gross Distributors; 
Jack Kuschner, also of Gross Distribu- 
tors; Irving Sarnoff and Dave Oreck, 
both of Bruno-New York 


Court Finds Retailers Can 
Buy from Many Suppliers 
W ASHINGTON—Rerailers cannot 


be compelled to buy exclusively from 
one manufacturer. This philosophy has 
been repeated and underlined in a new 
Supreme Court order 

In less than 5O words, the court said 
agreements compelling 3,000 filling 
station operators to buy only Rich- 
field gas and other products violate the 
Clayton Anti-Trust Act. The case raised 
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QUALITY” THAT LASTS 


Ss @& 


No. 140 Floor Box No. 252-R Two Gang 
No. 206 Nozzle Adjustable Floor Box 


Soundly constructed with 4 4’ Neat ‘and practical with No. 208 
Cover Plate and large Adjusting Receptacle in one section. a n 
Ring No. 215. Can be very quickly Cover Plate has %” Flush Brass 
installed. Plug; other has 2 


ECONOMICAL-EASY TO INSTALL 


“Latrobe” Floor Boxes and Wiring Specialties ‘offer real economy in 
installation and replacement costs. Their unique design. free of 
unnecessary parts, means quicker installation and longer service. 


f 


No. 110 “Latrobe” 


” ” 
Ne, 471 “Latrobe Watertight Floor Box 
Pipe or Conduit Hanger Approved by Underwriters Lab 
High quality and sure performer oratory Iron box body 3% 
yet very economical for hanging round brass cover plate No 
ipe or conduit to steel beams 208 fits tapered opening in top 
Fikes pipe %", %” and 1 of box body 


Sold Only Thru Wholesalers 


Cable Staples “Bull Dog” Insulator 


5 7 Supports 
Millions ‘of these high 
quality staples are in Safe and sure for clamping 
use all over the coun- porcelain or glass insulators 
try. Packed In car- 


te exposed ‘stee! frame work 
tons, kegs or barrels Four sizes 


FULLMAN 


EASILY ECO- 


MANUFACTURING CO. 
LATROBE, PA. 


INSTALLED NOMICAL 














Irritating 
Production 


Latest Improved 
Dual-Element Fuse 


JEFFERSON 
SAF-T-LAG © & 


copper 


: ef alloy 
/ trigger 
/ spring 


All copper parts. 


+ j 
Sure Protection MY — vo vine. tow 
er watt loss — 
cooler fuse. 


No Unnecessary 
Shutdowns 


Long Time Lag 


Proper Motor Protection 


@ Jefferson provides a complete chart for proper fuse 
selection, 1.3 amps. to 600 amps., — for single and 
three phase motors, all standard voltages — for ‘‘Ordi- 

nary” service and ‘‘Heavy”’ service. Write 


for Folder 482-ST. 


JEFFERSON ELECTRIC COMPANY 


Bellwood, Illinois 


the same issues decided in the 1949 
Standard Oil case. That decision, writ- 
ten by Justice Frankfurter, outlawed 
exclusive-dealing contracts Standard 
Oil of California had with some 6,000 
lealers 

Richfield of Los Angeles claimed 
many of the 3,000 dealers actually 
were employees of the company and 


sO purchases Cé Id be restricted to com 


Calitornia District 

on, the court said in ef 

iwreements denied the 

jeal in competitive 

e dissenting judges to the 

tandard Oil opinion joined in the 
Richfield order 


Electro, Bright Light Unite; 
Form Electro Silv-A-King 


CHICAGO The Electro Mfg. 
Corp., with headquarters here, and the 
Bright Light Reflector Co., Inc., of 
Bridgeport, Conn., manufacturers of 
1 ent and incandescent lighting 
equipment have ce mbined operations 


inder the name of Electro Silv-A-King 


Schneider, who will as- 
sresidency of Electro Silv-A- 
ounced that the present 
urehousing facilities of 


will continue in full 


Charles |. Schneider 
1 sales offices of the 
Bright Light Reflector Co., and the 22 
Electro s, as well as the sales 
staffs o th companies, will be com 
bined under the direction of Mr. 
Schneider. 

In announcing the new corporation, 
Mr. Schneider pointed out that Electro 
Silv-A-King is now in a position to 
nsure more efficient, more rapid and 
more economical service from two 

of production and dis 
ull products will be 


red in both plants. The com- 
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bined sales staff and assistance of an 
experienced lighting engineer will also 
be readily available on a nation-wide 
scale. 

The complete Electro Silv-A-King 
line includes the original Electro basic 
unit series which permits interchange- 
ability of 35 different styles of lumi- 
naires on the same basis chassis, as well 
as an extenive line of RLM-approved 
industrial units. 

The officers and directors of Electro 
Silv-A-King Corp. are L. K. Schoen 
brod, W. Litner, W. D. Cahill, P 
Litner, G. lL. Schneider and L. Litner 

The company’s sales offices are lo- 
cated in all principal cities in the 
United States. Executive offices and 
factories will be located here at 2000 
W. Fulton St, and at Fairfield and 
State Sts., Bridgeport 


BullDog Raises Production, 
Lowers Panelboard Prices 


DETROIT—Price reductions on its 
line of Pushmatic electri-center panel- 
boards and Pushmatic circuit breakers 
have been announced by BullDog Elec- 
tric Products Co 

According to the company, the price 
reductions are a result of greatly in- 
creased production and improved man- 
ufacturing techniques. The company 
recently expanded its facilities to a 
total of five plants in Michigan and 
Ohio, each specializing in the produc- 
tion of a specific product line. 

The price reductions apply to all 
sizes of panelboards from the one- 
circuit type to the larger 42-circuit 
electri-center. These panelboards are 
used for all lighting and light-duty 
power applications, 1 or 2 pole. 


Enameled Metals Reports 
Change in Company Name 
PITTSBURGH — Announcement 


has been made here of the official 
change in company name of the former 
Enameled Metals Co. to Pittsburgh 
Standard Conduit Co 

Robert G. McIlroy, vice president 
and general manager, has reported that 
“Pittsburgh Standard” has been the 
brand name for the firm's principal 
products for almost 50 years, and the 
greater acceptance in the trade for 
this brand name has prompted the 
change. 

Mr. Mcllroy stated that no other 
changes were effected—personnel and 
operations will continue the same as 
in the past 
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helps you 


EXPANSION 
SCREW ANCHOR 


SPEED CONSTRUCTION, CUT COSTS: 


Your continued demand for more and more Paine products was a 
clear call for us to expand. So, in our fortieth year in 
business, we built a big new plant at Addison, Illinois, just west of Chicago. 
This enables us to match your orders for Paine 
hanging and fastening devices, and still maintain that 
famous Paine quality. 

Paine expansion Screw Anchors will hold in any soiid material. They 
are stamped with the bolt or screw size and thread, have a 
convenient arrow indicating the hole end. A setting tool in each box 
makes fast installation easy. 

For the holes, use a time-saving Paine “Sudden Depth” Drill. 


THE PAINE COMPANY, 3 Westgate Road, Addison, Illinois 


w ’ 
the best craftsmen always take pAl XS 


Spring Wing Toggle Bolts Conduit Clamps Stor Drills 
Expansion Anchors Pipe Hooks and Straps Malleable Shields 
Sudden Depth’ Drills Hanger Iron, perforated Special Hanging and 


Wood Screw Anchors Expansion Shells Fastening Devices 











DISSIPATING 


TWO MILLIONTH clock-radio turned 
out by General Electric employees at 
Utica, N.Y., is shown with first clock- 
radio made by company 





Eagle Electric Expands 
LONG ISLAND CITY, N.Y 


With the addition of a new plant, 
Eagle Electric Mfg. Co. has increased 
its total floor space to 250,000 square 
feet. The firm started in 1920 with 
a small loft of 800 square feet, and 
from the manufacture of an iron plug, 
it now produces over 1,400 items 


Ist Quarter Radio and TV 
Production 40% under 1951 
W ASHINGTON—Radio and TV 


set production in the first quarter of 
this year was down 40 per cent from 
the output in the corresponding 1951 
period. The Radio-Television Mfrs 
Assn. reports that output in the first 
three months of ‘52 totaled 3,692,631 


ae) 


. > re ° - S ompared | 43 
BRASS FINS, assembled at both ends of the fibre bar, ay Cees See Wrerer 
the first quarter of last year. 
not only support the bar securely, but, also, conduct away 
excess beat. This unique MONARCH design gives you 
_ two distinct advantages. . . cooler fuses and longer fuse spectively, in the first quarter. Radio 
- life! Other MONARCH features which assure true align- output aggregated 2,367,800 units and 
ment, tight links and firm contacts, are further reasofis for TV sets produced numbered 1,324,- 
-MONARCH'S safe protection and long economical life! 831 in the period 


Ba ‘So by insisting on MONARCH Renewable FUSES you 
: ‘seamen of ample safety with no troublesome under 
protection! 


Call your distributor or... 


30 in 





Production of radios and TV sets 
were down 44 and 40 per cent, re- 


New ‘52 RLM Standards 
Specifications Now Ready 


CHICAGO—Publication of a com- 
pletely-revised 1952 edition of the 
RLM Standard Specification book, con 


A complete line of knife blade and ferrule taining the latest approved industrial 


fuses for industry, construction lighting specifications, has been an- 
and replacement. i nounced by the RLM Standards Insti- 

tute, 326 W. Madison St., Chicago 6 
The most recent additions and 
Renwecwasce | revisions featured in this edition, 
Fuses recommended by the RLM technical 


. 116 E. First Street Jamestown, N. Y. committee and officially ratified by the 
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RLM membership, cover rwo officially 
approved new specifications, important 
revisions and clarifications of existing 
specifications and new tables of typical 
coefficient of utilization and light dis- 
tribution curves 

The book provides the latest ap 
proved specifications for industrial 
lighting equipment to architects, elec- 
trical contractors, lighting specialists 
and others concerned with lighting in 
such fields gs manufacturing, engineer 
ing, 
many 


government, construction and 


others. 


Three Personnel Changes 
Made by Thomas & Betts 
ELIZABETH, N.J.—Several organ- 
izational changes have been made re- 
cently by The Thomas & Betts Co., 
Inc., 
Edward (¢ 


according to an announcement by 
Hewitt, general sales man- 
ager 

Lawrence M. Curtiss, tormerly of the 
industrial sales division at the firm's 
factory here, has been appointed execu- 
tive engineer of the development en- 
gineering department. 

Donald A. Byers, formerly the com- 
pany’s representative in Syracuse, N.Y., 
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0 Wrench to swing 





his HYDRAULIC Knock-out 
Punch Driver is 60% faster! 








Ls 


Now, electricians can drive knock-out punches with an amazingly low- 
cost ‘‘Porto-Power” hydraulic jack! A few easy strokes on the om | 
does it! Compare that with the old-fashioned method of a half-hundred, 


knuckle-busting turns on a wrench. | 


— workmen are happier, safer — dies last 6 times longer 


is spectacular! Every contractor is a 
P 


Isers save on every hole punched 
speed 
prospec t. 


A LOW-COST KIT FOR EVERY RANGE — 


Blackhawk Knock-Out 
rams are available in complete kits serving '/>” 
to 2” and 1/2" up to 41/4" 


punches can buy 


34 PY 1 ia 
= A, 


nd big extra 
uses for hydraulic 


Porto Power 


Blackhawk electrician’s equip- 
ment features famous “Porto- 
Power” hydraulic units. Unlike 
ordinary jack units, pump and ram 
are separated by a flexible hose. Ram 
_-~ is all-directional — 





\\ 


|| much handier for hole 
— 
Lal _ pat, 


enjoy labor-saving ‘‘Porto-Power 


hydraulic 
up 
openings. Owners of hand 
hydraulic equipment separately to 
methods. 


Punches and the 


punching, pipe bending and allied 
jobs. Low-cost Blackhawk Benders 

today’s No. 1 line handle 
both rigid and thin-wall conduit 
better, faster. 








GET FULL FACTS! ee era a 


on this stand-out line 
of Electrician's equip- 
ment is just what you 
want! i 


BLACKHAWK 


HYDRAULIC Porto-Power EQUIPMENT | 


The wholesaler policy | 


BLACKHAWK MPG. CO 


Wis 
WHOLESALER 


$s Equipmer | 


Dept. P-4462, Milwaukee 


Please sena me immediately 
information on your Electrician 
Name 

Firm 

Address 


State 


l 
, I 
bes as estas ans on on eas a 








has been transferred to the home office 
here as assistant to the general sales 
manager. 

Edward J. Blake, formerly the com- 


y aon 
‘\ ry 
BRAND. re " : i — representative in Cincinnati, 
Ohio, has been transferred to Syracuse 
ef) Ph . YOUR CUSTOMERS ARE 


Sylvania To Occupy New 


WAITING FOR THIS Factory Near York, Pa. 
NEW YORK—A lease fc 50,000- 
PROFIT-MAKER ! square-foot factory building to be 


erected in the York, Pa., area is being 
negotiated by Sylvania Electric Prod- 
ucts Inc., according to an announce- 
ment from R. J. Hartung, general man- 
ager of the parts division 

The new plant will be used for the 
fabrication of metai parts and will 
operate as a unit of Sylvania’s parts 


| division, which has headquarters at 
Warren, Pa. The division will use the 
new factory to expand its metal fabri- 
cation operations and for several new 


projects now under consideration. 
Sylvania has also announced that it 


EL E Cc TRI Cc 1S occupying 10,000 square feet of 


manufacturing space at 1428 Sixth 
Ave., York, on a temporary basis where 
PI) H personnel will be trained during the 
construction of the new plant 
Warehouse and office space of 20,- 
000 square feet has been leased by 
Sylvania in a new building in Seattle, 
Wash. It will serve as the company’s 
headquarters for sales and service oper- 
ations in the Pacific Northwest region 
The new building, constructed accord- 
ing to Sylvania specifications, is at 
3466 East Marginal Way, Seattle. All 
lighting, radio tube and photolamp 
sales and service activities formerly lo- 
ated in the White-Henry-Stuart Build- 


Ideal for the narrowest door jambs 


Trine’s NARROW push buttons are a cinch 
to sell. ALL your customers should carry this 
line needed for the narrow door frames 
of present day home construction. Dealers 
are looking for a number like this! 


<q THIS NEW MERCHANDISING DISPLAY WILL 
BE THE BUSIEST 12” IN THE STORE. 








Permanent, compact display sells all day, 
every day. Why not feature three No. 24 
Profit Deals (one for counters, one for win- 
dows, one for hanging) and TRIPLE SALES! 


PROFIT DEAL NO. 24 

Display containing 4 samples of different 
finishes shipped set up. Eyelets for hanging, 
easel for standing. Deal includes working 
stock of 20 pieces with screws; individually 
boxed units 


BROOKLYN DODGER players will 
keep warm in their dugout in Ebbets 
Field this season with radiant heating 


MANUFACTURING CORP. panels behind benches. Photo shows 


installation of one of conductive rub- 


NEW YORK 61, N. Y. er panels made by United States 


Rubber Co 


ORDER YOUR DEAL TODAY! 


ELECTRICAL WHOLESALING—June, 1952 





ing in Seattle are being transferred to 
the new building 

The Seattle activity serves Sylvania 
distributors in Washington, Oregon, 
Idaho, Montana and part of Wyoming 


Burndy Gets ECA Award 


NORWALK, CONN.—A certificate 
of special recognition from the Eco- 
nomic Cooperation Administration has 
been presented to Burndy Engineering 
Co., Inc., for its role in playing host to 
visiting industrial teams from Euro 
pean countries. Since 1949, the com 
pany has been briefing the various 
teams on the use of modern techniques 
for efficient production in American 
factories. 


New Headquarters Opened 
SPARTANBURG, S. C.—South- 


eastern sales headquarters and a dis 
tributing center have been opened 
here by Dyer-Clark Co., of Lawrence, 
Mass., wholesale electrical distributor 
Nelson M. Powell, president of the 
firm, has announced that his son, How 
ard Lee Powell, is the new resident 
manager 


This low cost “pack- 
age” unit is ideal for 
exhausting vapors, 6 
fumes and gases. First, . 
because it is built for 
years of rugged service. 
Secondly, because the 
motor is outside the 
cabinet — protected 
from the air stream. 
Sizes 12” to 36” for as 
high as 7300 cfm. at 
14” static. Light and 
simple to install—with 
large, handy inspection 
door. Write for Bul- 
letin 3222-F, with 
prices! 


BABY 
VENT SETS 


L Breezo 
EXHAUST UNIT 


Here's an efficient fan 
with an endless variety 
of uses. Use it for ex- 
hausting smoke, odors, 
gas or maistures from 
small areas. For blow- 
ing or exhausting, this 
fast seller can be 
mounted almost any- 
where for duct-mount- 
ed or free air delivery. 
These units have cast 
iron housings and efh- 
cient multi-blade 
rotors. Discharge posi- 
tion is adjustable and 
rotation direction re- 
versible. For more in- 
formation and prices 
on this money-maker, 
write today for Bulle- 





tin 3720! 


First For 


BUFFALO FORGE COMPANY 


214 MORTIMER ST. BUFFALO, NEW YORK 
PUBLISHERS OF “FAN ENGINEERING” HANDBOOK 
Canadian Blower & Forge Co., Ltd., Kitchener, Ont 
Sales Representatives in all Principal Cities 
PANEL BREEZO FANS BELTED VENT SETS BELT-AIR FANS 


BREEZ-AIR ATTIC FANS “L’ BREEZO FANS NV” BREEZO FANS 
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WHEN THEY ASK FOR 


pliers... 





CHANNELLOCK 


Wade only by CHAMPION DeARMENT 


Let them heft it. feel its strength and 
durabi'ity—try its simple, closely spaced ad- 
justments— see its longer wearing feature of 
no wear on the joint bolt. Channellock pliers 
are produced by Champion DeArment, long 
recognized as a maker of highest quality tools 





No other product can offer the advantages 
of Channellock pliers Yessir, when they ask 
for pliers, Hand ‘Em Channellock—and you'll 
sell ‘Em 


And remember, Channellock pliers are 
made ONLY by Champion DeArment. Send 
for Catalog D10 today. 


CHAMPION DEARMENT TOOL CO. 
Meadville, Pa. 
Channellock pliers are listed in the 
Yellow Pages of most Telephone 
Ovrectories under ‘‘Tools’’ 





102 











G.E.’s Mesh-Grille Fan 





Monowatt’s Night Lights 





G.E.’s Automatic Blanket 


Four Electrical Products Win Awards 


NEW YORK—The world’s largest 


manufacturer of home appliances along 


with a small company from the Far 
West shared honors with five other 
makers of home equipment at the 


Seventh Annual Home Safety Awards 
Dinner of Lewis and Conger recently 


at the Waldorf-Astoria. The well 
known New York housewares store 
honored the seven makers of home 


equipment for having made the fore 
most contributions to home safety in 
the past year. 

General Electric Co. was awarded 
the grand prize for a safety achieve 
ment in designing an improved method 
for wiring of its electric blanket. Re 
placing the former lumpy thermostats 
scattered through the blanket, the new 
system depends on a_ nylon-sheathed 


wire to react instantly to any over 
heating by relaying a shut-off signal 
to the control box 

a safety award 
of Bridge- 


ort, Conn., for the new safety spout 


Another winner of 
was Casco Products Corp., 


I 
I 
feature of the Casco steam and dry 
iron, which eliminates the danger of 


scalding when the iron is being 


emptied or refilled by the user 

A new-type all-purpose fan, made 
by General Electric Co., Bridgeport, 
Conn., received an award for its safety 
which is shielded by 
keeps inquisitive 


front and back 
a mesh grille that 
little fingers” out 
Monowatt (department of General 
Electric) of Providence, R.L., received 
an award for night lights, a combina- 
tion of bright and dim lights for all- 
various danger 


night protection in 
spots about the house. 

Other winners of safety awards were 
Sawhill Mfg. Co., Sharon, Pa.; Weaver 
Sales Co., Salt Lake City; Peerless 
Mfg. & Distributing Co., Inc., Sheri- 
dan, Wyo 

A special award was made to the 
American Mutual Liability Insurance 
Co., Boston, for its efforts to awaken 
the public to the vital importance of 
home safety precautions. 

The principal speaker at the awards 
Lillian M. Gilbreath, 
famous for her studies in human en- 
gineering and known to millions as 
the mother of the family in “Cheaper 
by the Dozen.” 


dinner was Mrs 
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Construction Materials Are 
Ordered to Flooded Areas 


CLEVELAND—Ame rican Steel & 
Wire Division acted quickly in speed- 
ing shipments of fence, building nails, 
barbed wire and other vitally needed 
construction materials to areas in the 
Mid-West recently ravaged by floods 

W. F. Munford, vice president-oper- 
U.S. Steel Co 
sent telegrams to the five district oper- 


ations of the division, 


ating managers of the division in- 
structing them to expedite the manu 
facture and shipment of materials to 


the disaster areas 


Rome Cable Opens Office 
To Serve Kansas-Missouri 
ROME, N.Y.—Rome Cable Corp., 


with headquarters here, has announced 
the opening of a new sales office at 
1207 Grand Ave., Kansas City 6, Me 
R. R. Davis has been named branch 
sales manager of the office, which will 
serve the Kansas-Missouri 

Rome Cable maintains 
sales offices and warehouses in 17 
in the United States, and has plants 


area 
presently 
cities 


here and in Torrance, Calif 


Miu! 


June, 1952—ELECTRICAL WHOLESALING 


SUSPENSION INSULATORS 


pho} ecltr-VGae ga Se), lcm Sis s 
SUPERIOR PERFORMANCE 


oO} 
7 —_s< 


A complete line of standard Sus 
pension and Suspension Strain Insu 
laters designed for various types of 


service and voltages 


Write for NEW Free Insulator Catalog 


ILLINOIS ELECTRIC PORCELAIN CO. 


MACOMB, ILLINOIS 


The Handiest Thing Yet 
for LIFTING or PULLING! 


Hundreds of Uses 

Hoist weighs less than 12 Ibs., 
yet has %4-ton capacity. Single 
control for up and down. Quick 
action, ratchet type. Factory 
tested. $45.00, F.O.B. St. Louis. 
(Safety hook available at smoll 
additional cost 


p———AE— malt COUPON a 
30 DAY FREE! sscuscastnsts Sorsonsre™ 
1 


© Send us full information about “Jiffy Lift’ 
TRIAL () Send us one “Jiffy Lift” for 30 Day FREE TRIAL 
Your Nome ond Tithe __>_SEEESESE 
Firm 


1 Address . 
! City and Stote__ rwH 


Lew meee oeee e e eeee e e eeee— 

















WITH Flashzal 


Weight 1 Ib., 2 oz... . 


Produced since 1938. One-year 
guarantee. Liberal discounts. | 





List Price 


$5.95 








20725 Harper 








Write for Literature 


G. L. ELECTRIC CO. 


JOBBERS! Add "Fiasheat" 
to your line ..... NOW! 
— America’s 

Favorite 


HOT WATER .... FAST 


ELECTRIC WATER HEATER 


A REAL GOOD AND USEFUL ITEM TO ADD TO YOUR LINE 
110 volt AC or DC current .. . 
Our present jobbers have found steady demand and 
good profits. 


1320 watts 


You too can share the benefits. 





Sold Only 
Through 
Jobbers 








Detroit 24, Mich. 











PORCELAIN ENAMELED 


ALSO 


A Complete Line of 


INDUSTRIAL REFLECTORS 


YARDLIGHT 











Make SURE Your 
Customers get Jackson 


... the Lifetime Yardlight 
7 


WManufactnnrers of 
¢ Reflectors 
¢ Yardlights 


¢ Vaporproof Units 
¢ Weatherproof — 


Sockets 
JACK 


W. VAN BUREN STREET 


SON ELECTRICAL COMPANY 


°. 
6972-8974-8976 


When the call is for Yardlights sell JACKSON 
They are impervious to wind and weather and 
truly lost a ‘‘life time.” Made of one-piece 
heavy gauge steel finished in three coats of 
Vitreous Porcelain Enamel. Completely wired 
and assembled. Good Quality—Good Appear- 
ance. Listed by U. L. approved for R. E. A 
installations. Send for catalog 


Small ‘ 
Adjustable x 


FLOODLIGHT 


Residential 


/ 
1 
! 
' 
J =| tion, baked one fin. 
.™ — ZF oe 


to . 
77110 Universal ad justment— 
sev install on any flat sur- gy 
x face or attach directly to 3-2" oF 7 
4” outlet bex. Approved 6 foot ? 
and 


plug Po 
Pd 
——— 


CHICAGO 7, ILLINO! 


‘ 
\ 
1 
! 
I 
/ 


f 
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PEOPLE IN THE NEWS 


Dr. Charles W. Walton, St. Paul, 
has been appointed general manager 
of the adhesives and coatings division 
of Minnesota Mining & Manufactur- 
ing Co. He succeeds Louis F. Wey- 
and, Detroit, who recently was made 
executive vice president in charge of 
all 3M tape operations 


E. D. Youmans, vice president in 
charge of manufacturing and research 
for Okonite Co., Passaic, N.J., has 
been elected to the company’s board 
Mr. Youmans started his 
Okonite in 1913 as as- 
sistant in the chemical laboratories 
He has been in charge of all research 
activities for nine years. He was also 
of manufacturing 


of directors 
career with 


placed in charge 


operations last year 


Schenectady, 
manager of 
the General 
heating de- 
York district 


Richard A. Gehr, of 
has been named sales 
heaters and devices for 
Electric Co.'s industrial 
partment. Formerly New 
heating specialist for the company, he 
succeeds Robert W. Kise, Schenectady, 
who has been appointed manager of 
product planning for the industrial 
heating department 


O. B. Wilson is the new field sales 
manager for the industrial division of 
Minneapolis-Honeywell Regulator Co 
He succeeds William H. Steinkamp 
who was recently made general sales 
manager of the division. Mr. Wilson 
will supervise all industrial field sales 
and service personnel for all industrial 


division products 


John A, Robinson has been named 
sales manager of the Eastern and Mid- 
Atlantic regions for the industrial divi- 
sion of Minneapolis-Honeywell Regu- 
lator Co. Joseph J. Matulis has been 
made industrial manager for the Mid- 
West region, succeeding Mr. Robinson, 
and C. G. Behnke has been made in- 
dustrial manager of the Chicago branch 
othce 

E. Patrick Toal, formerly sales 
manager of Capehart-Farnsworth Co., 
has been appointed general manager of 
Electro-Pliance Distributors, Inc., Mil- 


waukee 


T. A. Huston has been appointed 


to the newly-created position of man- 
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ager-appliance field surveys for the 
Graybar Electric Co. His headquarters 
will be in New York City. Mr. Huston 
was formerly appliance sales manager 
at Boston. 


W. D. Skorburg has recently com- . “ = — “FLOATING SOCKET” 


pleted field engineer training with 

Square D Co. and has been assigned to \ A, |i LAMPHOLDER! 
the Cleveland field office. He joined - 

Square D in 1949, and specialized in i 

pump control at the firm's Milwaukee ic a al Accomodates Physical 
plant until he began his field training hl 


Variations in Lamp— 
Matthew D. Burns is the new gen 


eral manager of the radio tube division  - Potent Applied for Assures Positive Contact— 


of Sylvania Electric Products Inc. His j imi k 
iminates Breaka 
headquarters will be at Emporium, Pa., , Gat, Be. SED-4E0 Can £90- Gn 


watt lamps. 
home of the division. ) Cat. No. CLO-35 for 300 . . . 

i ead $00snetr aeoet bese Floating socket moves for- 

Alan H. Redpath, St. Paul, has been supe. ward or side to side in an 

promoted to the newly-created posi- | eccentric plane to compen- 


> y re Aluminum alloy. Completely ee . : 
tic r ani d y 
ion of merchandising manager of all Sie. Gaeasenad, waedias sate for variations in size 


Minnesota Mining & Manufacturing < proof gasket. Removable re- cers 
Co. tape products. R. S. Frommer has | —<— esiaing cing Cor coay coches and Gage of Tange, soto 

- Te ae . eqtecenen. and castings. Insures tight 
been made manager of the tape group's ms : 
central sales inventory and production | seal and positive electrical 
planning department contact. 


Ralph B. Olson has been appointed 
manager of the appliance department Vv [oy 
of LeValley, McLeod, Inc., electrical | SHORT ig ECCENTRIC THE M. B. AUSTIN COMPANY 
wholesale distributor of Elmira, N-Y., Lamp Lamp NORTHBROOK, ILLINOIS 
according to an announcement from 
John M. McLeod, the firm’s vice presi- 





dent. Mr. Olsen formerly was an ap- | | 
pliance salesman for the concern, and 4 o Pe E for th e mone y: 
| / 


succeeds Loren J. Ryder 


John P. Bennett has been appointed 
manager of market research and analy- 
sis for BullDog Electric Products Co 
of Detroit. He will advise the sales 
department after surveying and analyz- 
ing products, markets and sales distri- 


bution methods. Mr. Bennett, before AAV) | 3 
joining BullDog, was a member of 
the marketing staff of the Kelvinator Flangeless WIREWAYS 
Division of Nash-Kelvinator 

and FITTINGS! 








“One for the money” is right! Next Available in three sizes... 4" x 4’, 
sma? time you're bargain-hunting for quality 4” x 6", and 6” x 6”... and in foot- 
Mini S pac e wiring installation equipment, you'll find lengths of 1’ through 5’ inclusive. Fur- 
it pays extra sales and profits dividends _nished in a variety of knockouts ranging 
to specify KEYSTONE Flangeless Screw- from 2" to 14" equally spaced every 
| cover WireWays and Auxiliary Fittings. 3” for making ample connections without 
for Power! They're quality-built through and through costly drilling. Flangeless type 90° 
. yet they're designed to permit elbow and T fittings also available for 
quick, easy, economical installation of added flexibility in meeting wiring lay- 
wiring for meter boards, service boards, out requirements. Write for Keystone’s 
loadside switches, etc. “Value-Packed" Catalog today! 
eit pays to “figure on Keystone!"’ 
KEYSTONE MANUFACTURING COMPANY 
NOW! Territories open 
for agents with ware- 23328 Sherwood Ave. @ Centerline (Detroit) Mich 


house facilities. Write 
for full porticulors! Sold Through Leading Electrical Wholesalers Coast-to-Coast 
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ab 


LIGHTS THE WAY 


with Double Protection 
and Longer Lamp Life 


RAB now offers the new JR-150M 
Lampholder at a new low price with 
‘ these double protection features 


*>} to insure longer lamp life 


NOW! 


$930 


Std. pkg. 24 


ELECTRIC MANUFACTURING CO. 





CLAMP... LOCK 








This 
SWIVEL U-BOLT 
CONNECTOR 
is designed to do just that... 


No Removable Parts 
Easily and Speedily 
Installed 


Sturdily Constructed 


MEET ALL REQUIREMENTS 
85% Copper Alloy © Ample Strength 
High Conductivity © Unoffected by Vibration 
Moisture Resistant 
Sizes Up to 1,000,000 CM. 
Approved by Engineers 
Specify K&H for YOUR Next Job 


For More Details, Sizes and Prices 


WRITE FOR CATALOG S5LC 


KRUEGER & HUDEPOHL 


236 VINE ST * CINCINNATI 2, OHIO 


» the heavy phosphor 
ntact makes repeated 
ble with no 
act tension 


new RAB JR-150M Lampholder 
been thoroughly engineered to insure longer 
and maximum service 


Write for free catalogue 
RAB products are manufactured for use by 
ectrical contractors and are distributed only 
through electrical wholesalers 


113 East 138th Street, New York 51, N.Y 


SERVICE ENTRANCE CAP 





ATLANTIC CONDUIT 
FITTINGS CO. 
BOSTON, MASS. 








MANUFACTURERS APPOINT 


SALES REPRESENTATIVES 


AS. 


Mitchell Mfg. Co., Chicago, has ap 
pointed Harry Walker, 406 W. 34th 
St., Kansas City, Mo., as its Greater 
Kansas City territory sales representa- 
tive. He will handle all Mitchell lines 
including air conditioning and indus- 
trial and commercial fluorescent light 
ing in the Kansas City area. 


Sola Electric Co., Chicago, has opened 
a branch office for lighting and lu- 
minous tube transformer sales in Bos- 
ton, with John B. O'Donnell as sales 
representative. Mr. O'Donnell, who has 
been with Sola Electric since 1941 in 
the lighting sales department, will have 
offices at 246 Walnut St., Newtonville 


Preformed Line Products Co., Cleve- 
land, has appointed the Earl S. Condon 
Co., Los 
representative in the Pacific southwest 


Angeles, its manufacturers 


OBITUARIES 


| N. W. Graham 


Graham of Graham- 


President N. W 


Reynolds Electric Co. Los Angeles 


| died on April 21. A native of Cali- 


fornia, he was born at Salt Point, So 


noma County, Calif., on December 3, 
187¢ 
Mr. Graham 


teamster and later went to work for 


began his career as a 
Carter and Chase, who were engaged 

ot weather-proot 
wire. In 1904 he became associated 
with R. L. Reynolds and R. D. Hola 
bird of the firm of Holabird-Reynolds 
Electric Co. The 


in the manufacture 


name was later 
changed to Graham-Reynolds Electric 
Co 

He was active in the Electrical Club 
of Los Angeles, and at one time was 
chairman of the Pacific Coast division 
of NEWA forerunner of NAED 


He was an honorary life member of 


NAED 


H. M. Sutherland 


Howard M. Sutherland, president of 
Supply and Equipment 

o., Greens N. C., died at Win 
ston-Salem on March 10. He had suf 
ack a month prior to 


Electric 
} 


boro 


fered a heart att 


his death 
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ASSOCIATION NEWS 


The National Electronix 


trom 


CHICAGO 
Distributors Assn., its national 
headquarters here, reports that the Mis 
souri Valley chapter of NEDA in 
Kansas City, Mo., recently elected of 
ficers. President of the chapter is ] D 
Pottenger, Interstate Electronic Supply 
Corp., Wichita, Kans. Jack 
Radio Supply Co., Wichita, is the new 


Fisher 
secretary-treasurer. Newly-elected ofh 
cers for the Louisiana-Mississippi chap 
Ralph Radio 
Electronic Supply, Lafayette, La., presi 
dent; M. N. Sandefur, Central Radic 
Supply, Alexandria, La., vice president 
Alfons Schadler, Southern Radio Sup 
New Orleans, 


ter are Thibodeaux 


ply Co., secretary -treas 
urer 
The Northwest chapter of 


in Portland, Ore., 


NEDA 
met recently for its 
annual jobber-representatives meeting. 
H. M 
Portland, Ore., was program chairman, 
and Pat Reid, United Radio Supply 
Earl H. Grulke 


Portland, were in 


Barthel, Central Distributors 


Co., Portland, and 
Stubbs Electric Co., 
charge of arrangements. Representing 
the association’s national office were 
President George Wedemeyer, Wede- 
meyer Electronic Supply Co. Ann 
Arbor, Mich., and L. B. Calamaras, 
executive vice president of NEDA 


CHICAGO 


for appliance dealers and their key 


An eight-session course 


salesmen on creative selling is being 
presented this month under the spon- 
sorship of the Electric Assn. Enroll 
ment is limited to 150, and the course 
is being conducted by John W. Mock 
business consultant 
Edward F. Anixter, treasurer of 
Englewood Electrical Supply Co., chair 


be wild 
about 
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SELL MASSEY 

and feel secure in the knowledge 
that MASSEY devices are Under- 
writer's Lab. Approved, meet 
R.E.A. and Federal specifications 
=W-R-15la. 


SELL MASSEY, 


the foremost name in wiring de- 
vices for quality and design, COM- 
PETITIVELY PRICED for QUICK 
SALE ...«a steady REPEAT 
PROFITABLE BUSINESS 


Do you have our complete catalog? 
Send for a copy today! 


A. H. MASSEY, INC. 


300 Longbrook Ave., Stratford, Conn 


wy and Multi-Gang Wall Plates and 
lectric Wiring Devices since 1936 


Fixture Hangers 
FOR INSTANT ALIGNMENT 


At last you can get a Fixture Hanger that turns to any angle after being 
screwed to an outlet box. Although base and receptacle remain stationary 
hanger arms may be turned to align with any preconceived lighting plan 
Exclusive Friction Ring firmly holds fixture in selected position. Hanger 
screws on to 3%" or 4’ outlet boxes, no other fastening necessary. Fur 
nished complete with receptacle, two S' chains, hooks and cord clips. Also 
available with bushed hole only, or with 3 wire solid ground receptacle 


All Friction-Set Hanger 


K100 shown above, 


SIMPLET 


3600 Wes 
11 P 


List Price $1.18 «+ 


ark Place, New 





are approved by the Underwriters’ Laboratories 
Write for Bulletins K25, K26 and K27 


ELECTRIC COMPANY 


t Potomac Avenue, Chicago $1, ltilinois 
VYor® 7, New York 

















a (Utd ot the Wat 


and 


IT’S LOCKED! ‘ig 
NEW 


Turn-Tyte (\ 


INTERLOCKING 
DEVICES 


Got a wire connection problem on indus- 
trial equipment? New TURN-TYTE Cord 
Connectors, Caps and Receptacles are 
your answer! 


Slight turn locks them TIGHT! 
TURN-TYTE 2-Wire Armored Cord 
Connector Body. Two pieces of molded 
bakelite, with armored base and cord 
clamp. Bronze contacts coated to resist 
rust and corrosion. Available in 10-15 
amps. (#2100) and 20 amps ( # 2200). 


...they’re fully INTERCHANGE- 
ABLE with other makes! 
TURN-TYTE 2 Wire Armored Cap 
with cord clamp. Bakelite with brass 
blades. Available in 10-15 amps (# 1206) 

and 20 amps (# 1226). 
SOLD ONLY THROUGH 
LEADING WHOLESALERS 
For more information on these and other 
new TURN-TYTE devices plus details 
on how you can sell this profitable new 
line, write today 
Also Available: 3-Wire, Polarized and 
Grounded. 10-15 Amps and 20 Amps. 
IMMEDIATE DELIVERY! 


c RODALE 


MANUFACTURING CO., INC. 
EMMAUS PENNSYLVANIA 


man of the Electric Assn.'s residential 
lighting fixture committee, presided at 
a recent special meeting which heard 
a presentation of the association's pro- 
motion plans. Plans for year-round pro- 
motions of residential lighting fixtures 
were discussed by the dealers, distrib- 
utors, contractors, manufacturers, util- 
| ities and others attending the meeting 


| CLEVELAND—The Electrical League 


of Cleveland has issued its annual 
Electrical Appliance 
and Service Directory 


the publication is a list of electrical ap 


Buyers Guide 


pliances approved by the league as well 
as a list of league-member companies, 
| who provided electric appliance infor- 
mation, along with their addresses and 
phone numbers 

| MILW AUKEE—Television set sales 
in the Milwaukee area for March were 
| 7,139, bringing the total number of 
| sets in use in the area up to 328,084, 
according to the Wisconsin Radio Re 
frigeration & Appliance Assn 


OMAHA—This year, for the first ume 
since the advent of television in this 
area, the electrical industry has a strong 
| sales point to convince consumers that 
the warm months are the time to buy 
TV sets. The Nebraska-Iowa Electrical 
League is sponsoring an all-out tele- 
vision promotion tied to the impor- 
tance of the Republican and Demo- 
cratic conventions, to be held in Chi- 
cago in July. The league believes that 
even though the big-name stars have 
gone off the air for the summer, this 
year the public will want to have TV 


sets to follow the conventions, and a | 


heavy TV promotion campaign was 
launched by the league in May to stim 
ulate sales during the normally slow 
warm months 


Contained in | 


MINERALLAC 
Perforated 


STRAP 


Versatile Hanger Iron 


Safely supports hanging pipes, conduits 
and cables up to 500 Ibs. Made of %-in. 
18 gauge electro -galvanized steel (also 
available in Everdur, copper, brass or 
aluminum). Precision made — perfora- 
tions do not vary. %-in. holes on 5s-in. 
centers. Comes in 10-ft. coils and 5 and 
10-ff. straight lengths. Available in other 
lengths also 


Send for literature and prices 
Specify MINERALLAC 


HANGERS, CLIPS, 
STRAPS, BUSHINGS 


MINERALLAC ELECTRIC 
COMPANY 
23 North Peoria Street 
Chicago 7, Ilinois 


there are PLUS” sales 
with 
CIRCUIT BREAKERS 
and MOTOR SWITCHES 


‘ \ 


eae 


@ Provide at least @ Unaffected by am- 
20'7, greater power bient temperature 
capacity because never nuisance 
de-rating is not tripping 
necessary WHITE FOR LITERAT 
Always the top seller in the quality 
market. HEINEMANN Circuit Break- 
ers and Motor Switches employ the 
above Fully Magneti¢ Principle do 


not employ thermal warp element 
don’t use heat... USE POWER 
HEINEMANN ELECTRIC CO. 


152 PLUM STREET + TRENTON 2 
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also 
THIEL Easy-Drive 
“Nail It” 
and 
THIEL “’Easy-On” 
Straps 


BANG THEM DOWN 
they won't Bend 


Contractors save time—labor—material 
with these strong, rugged THIEL Staples 
They go in straight and tru reatest 
improvement in staples for cable work 
(metallic and non-metallic) in 25 years. 
Send for FREE samples. Sold by Leading 
Electrical Wholesalers—write for infor- 
mation on open territories 


TOOL AND 
he | EL ENGINEERING 
COMPANY 


1413 N. Market St. 


@ St. Louis 6, Mo. 








Automatic 
WATER IMMERSION HEATER 
Thermostat Control 


Heats water electrically in large 
and small tanks, range boilers, etc. 
Easily installed. Does not disturb 
existing plumbing. 


Low cost hot water for small fac- 
tories, stores, offices, laboratories 
and a host of other places. 


Special types for heating oils 
chemicals and other liquids. 


VULCAN ELECTRIC CO 


Danvers 9 Mass. 





MARK 


June, 1952—ELECTRICAL WHOLESALING 


Control Elements—Electronic semi 
conductor control elements whose elec 

trical resistance responds negatively to 
minute temperature changes are de 

scribed in a new 30-page catalog. The 
catalog contains general basic informa 
tion relating to physical and operating 
characteristics of the control elements, 
called Thermistors. Typical Thermistor 
applications and wiring diagrams are 
listed. Graphical data of temperature 
resistance ratio characteristics for rod, 
disc and washer-types are included. The 
catalog, TH-5, is available from Carbo 
loy Department of General Electric 

»., Detroit 32 


Dehumidifier—Two-page bulletin il 


lustrates dehumidifier in various rooms | 


in the home, as well as giving data on 


Avail 


>] 


size, operation and application 
able from the Fresh’nd-Aire Co., 
N. LaSalle St., Chicago | 
Wiring Devices—Thirty-six-page cat 
alog of wiring devices and electrical 
specialties has been issued by the Gem 
Electric Mtg Co., Inc 


has been considerably expanded, and 


The firm's line 


many new items, displays and pack 
aging are described in the catalog, in 
addition to many old items. Described 
and pictured in the sit lk are such 
items as plug fuses, fuse pullers, car- 
fuses, 


tridge appliance cord sets and 


extension sets, armored switch plug 


cord sets, switch plug cord sets, switch 
less plug cord sets, screwless plug cord 
sets, appliance plugs, heater cord, cube 
tap extensions, socket extensions, 
switches, Current tap, receptacles, sock 
ets, switches and connectors, push but- 
tons and many other items. The cata 

from Gem Electric 
Bush Terminal Bldg., 
Brooklyn 32 N Y 


log is available 
Mfg. Co., Inc., 

37 37th St. 
Heaters—Electromode Corp. has pre 
pared a series of 12 self-mailers which 
are available free to dealers, wholesal- 
architects and 
promotung 


ers, contractors, builders, 
utilities for use locally in 

Electromode electric heaters. They are 
printed on multi-colored card stock 
for easy addressing and mailing. Space 
is provided on the mailer for imprint- 
ing the name and address of the sender, 


following the words “For further in- 


PORCELAIN 
INSULATORS 


Fit all your customers needs 


Universal Insulators have uniform 
density of body, high dielectric and 
physical strength, resistance to tem- 
perature extremes, moisture, fumes, 
smoke and most acids. Here are 
the insulators that put Quality First. 











S UNIVERSAL 
U 


CLAY PRODUCTS CO. 


1549 EAST FIRST ST. 
SANDUSKY, OHIO 




















THREDLOK 
REFLECTORS 


ESSENTIAL FOR MODERN 
INDUSTRIAL MAINTENANCE 





“CHANGE A REFLECTOR 
LIKE YOU CHANGE A LAMP” 


START WITH A QUALITY REFLEC- 
TOR PORCELAIN ENAMLED FOR UN- 
SURPASSED HIGH LIGHT REFLECTION. 
SOCKET CONTACTS ARE GENER- 
OUSLY AMPLE TO PREVENT “FREEZ- 
ING” CAST ALUMINUM HOUSING 
FOR PENDENT OR BOX MOUNTING 
INSURES PERMANENT WEATHER 
PROOF INSTALLATION. 


FOR FAST MAINTENANCE 
ENCOURAGES FREQUENT CLEANING 
IN LESS TIME WITH LESSER COST 
AND HAZARDS WITH A FEW EXTRA 
REFLECTORS ON HAND. 

THIS TYPE OF DETACHABLE 
SOCKET IS ADAPTABLE FOR MEDIUM 
AND MOGUL BASE LAMPS FOR MOST 
OF SIZE, SHAPES AND TYPES OF 
MULTI REFLECTORS 

SEND FOR OUR 
COMPLETE CATALOG 


ELECTRIC MFG., Inc. 


4223 W. LAKE ST. CHICAGO 








formation, call or write .. .” A sample 
set of one each of the 12 mailers may 
be obtained by writing Electromode 


C Orp., 45 Crouch St., Rochester 3, N. Y. 


Electronic Controls 
of eight pages for a wide range of elec- 


Selection guide 


tric and electronic controls, devices and 
accessories has been issued by G. E. It 
contains quick reference selection dat 1, 


photographs and listings of additional 


publications which give complete in- 
formation on each of the equipments. 
Products included are manual, mag- 
netic, combination and reversing motor 
starters; pushbutton stations; relays, 
limit switches; solenoids; photoelectric 
relay; electronic timer; electronic relay; 
pressure and vacuum switch; float 
switch; pressure governor; reduced- 
voltage starter and other equipments 
Bulletin is available from the General 
Electric Co., Schenectady 5, N. Y. 


Lamp Transformers—Newly-revised 
line of mercury lamp transformers are 
illustrated and described in a 16-page 
bulletin. Indoor types (single and two 
lamp), and outdoor types (multiple 


and series circuit) for the operation of 
all H-1 400-watt mercury lamps are in- 
cluded. Photos illustrate many actual in- 
stallations. Diagrams show connections, 
dimensions, mounting methods and 
starting and technical data of the vari- 
ous mercury lamps. Jefferson Electri 
Co., Bellwood, Ill., will send the bulle 


tin on reque st 


Attic Fans—'"Change Your Home 
From Hot to Cool” is the title of a new 


brochure describing attic fans. It tells 


why a home is hot in the summer and 
how it can be kept cool during the hot 
months with attic ventilation. The 
eight-page brochure is well illustrated, 
showing many attic fan installations 
and diagrams of how the fan cools the 
home. It is available from Hunter Fan 
and Ventilating Co., 400 S. Front St., 


Memphis 2, Tenn 


Electrical Apparatus Complete 
naintenance service for electrical ap- 


24-page 


paratus is described in a new 2 
booklet, which presents a maintenance 
program based on the use of genuine 
renewal parts, repair service plants and 
engineering and field service. Numer 
ous photographs show the special skill, 
testing devices and repair equipment 
customers 


which are available to 


through strategically located repair 





FLU X 


FOR 
SOLDERING-BRAZING 
WELDING 


L B. ALLEN CO, Inc. 
6701 BRYM MAWR AVE 
CHICAGO 31, ILL 





WANTED 
JUNIOR APPLICATION ENGINEER 


Would you like to round out training in Lighting 
Engineering under one of the foremost engineers 
in the field? 

The chief Application Engineer of The Miller 
Company, Mr. G. W eals, has a position open 
as his assistant. The Miller Company being the 
oldest and one of the lorgest manufocturers in 
the lighting industry can offer a very bright 
future to the man qualifying 

We desire a mon, 24 to 30 years old, with o 
pleasing personality and a background of elec 
trical and illuminating engineering. The work 
is fascinating, the pay is good, and the train- 
ing pointed toward a position as field Sales 
Engineer 

Please write, stating your qualifications, to Mr 
Beals attention 


THE MILLER COMPANY 
99 Center Street 
Meriden, Connecticut 











HARRY J. KAHN 
ELECTRIC SALES CO. 


564 W. ADAMS STREET 
Chicago 6, IIlinois 


A Sales Orgonization 
Representing Electrical 


Manufacturers 


e 5 SALESMEN COVERING 
MIDWEST AREA 


e WAREHOUSE FACILITIES 
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the @ JI FF tf Line 


SAVES TIME-- TROUBLE AND MONEY 


Jiffy FISH TAPE 
© 


hla 


bag thru 
= 
in Jia 


_ 
Easily 


kinking 

breaking 
sharp ores 
No reel re 
quired 


Jiffy SLIP STICK 


Lubricates wire. Stops inter- 
nal friction. Wire pulls eas-} 
ily. Non-caking, non-toxic. 


Write for NEW Bulietin EW. 


ClydeW Lint 


Dept. 34, 1144 W. Weshingten Bivd 
Chicago 7, Illinois 





SALES REPRESENTATIVES 
WANTED 


The Miller Company is expanding its field 
sales force, and agency contracts are avail- 
able for the following territories 

New Orleans Territory 

Memphis Territory 

lowa & Nebraska Territory 

Kansas City Territory 
Representatives interested in an agency or 
commission basis are invited to communi 
cate with — 


The Miller Company 
Meriden, Connecticut 








| and 8-foot units 














1455 SPRING GARDEN AVE., 
PITTSBURGH 12, PA. 
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plants. Motor exchange service, period- 
ic inspection service and on-the-spot 
repairs by field engineers are also de- 
scribed. The booklet, B-4766, may be 
obtained from Westinghouse Electric 


Corp., Box 2099, Pittsburgh 30 


Switchgear—A new instruction book 
contains necessary information for the 
nstallation, maintenance 


ind repair of Allis-Chalmers’ vertical- 


operation, 
lift, metal-clad switchgear. Ten draw 
ings in the book illustrate all points 
of construction necessary for the proper 
operation, maintenance and repair of 
the switchgear. Copies of the instruc- 
tion book, 18X7692, are available on 
request from Allis-Chalmers Mfg. Co 
70th St., Milwaukee, Wis 


Ground Fittings—The 


Betts Co. has released a new chart 
which simplifies the proper selection of 
ground fittings 
how the 
different ground wire and water pipe 


sizes Can be made from ten stock parts 


Fittings are shown for all sizes of pipe 


from 32-inch iron pipe or copper tub 


ing used in residences up to 6-inch pipe | 


Hubs and 


clamps on the same chart take bare 


for industrial use wire 
armored wire or conduit, 13-, 34 
The chart may be ob 
Thomas & Betts Co., 
Elizabeth 1, N. J 


wire, 
or l-inch sizes 
rained from The 
Inc., 20 Butler Sr., 


Service Station Lighting 


weatherproof, continuous 


fluorescent T lights for service stations | 


are described and pictured in a four- 


page bulletin. Described are the fea- 


| cures of the lights, mounting data, and 


typical combinations using standard 4- 
Bulletin may be ob 
tained from Guardian Light Co., 301 
Lake St., Oak Park, Ill 





Photo Credits 





Pages 70-71 
James Mfg. Co 
Rural Electrification Admin 


General Electric Co 


Pages 74-75 
Pittsburgh Reflector Co 
Miller Co. 


Lighting Products Inc 


Thomas & 


It graphically shows 
30 common combinations of | 


Line of | 
horizontal | 


GREAT 
WESTERN 


“RENEWABLE” 
LAG FUSES 


Customers want these 
better, longer-lasting 


Great Western ‘Renewable’ Lag Fuses 
are designed to last longer . . . to give 
better service. This means fewer fuses 
used over a given period of time... a 
definite saving in copper and brass 


Great Western 
PROLONGS FUSE LIFE 
because 


Tougher materials 
heat dissipation. 
Extra heavy fibre cases and sup- 
porting bars give better support 
to links. 

Quickly removable ends — mean 
easier cleaning and better oper- 
ation. 


give better 


Teli your customers about these Great Western 
features. Help them beat shortages and save 
money by getting the fuse with the longest 
life! For complete information, contact our 
representative in your vicinity. 


THE BEST FUSES MONEY CAN BUY 


GREAT WESTERN 
FUSE DIVISION 


Titeflex, Inc. 
500 Frelinghuysen Ave., Newark 5, N. J 


111 








UNEQUALLED 


Him by nate... 
OKONITE and 
MANSON tapes 


You'll get 
a break 
from 





ADVERTISERS’ INDEX 
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Pnithy suswens 


EVERY TAPE PROBLEM 


paraout oy zzeea me 


yasric 


TOUGHER, FASTER, NEATER 
FOR EVERY TYPE OF JOB! 


COUNTER DISPLAY 
FOR THE DEALER 
Contains 18 rolls, 


one-half inch wide 


CONVENIENT FIVE-PACK 


Five 30-ft. rolls, 9,” wide 


PACKED INDIVIDUALLY f i 


. in handy container 
One 66-ft. roll, 34” : 


’ Ww ide 


in single pocket-size metal 


can, 


THE LARGEST SELLING TAPE 


IN THE WORLD — Because 


The result of more than fifty years © It will not dry out 


of manufacturing integrity . . . truly © heatend atime 
4 | ay a Cc ayes 


the perfect pedigreed tape . . . sold © It exceeds all specifications 


in counter display cartons, indi- 


vidual boxes and ten-roll dispensers. 


Sold Only Through Recognized Wholesalers 
PLYMOUTH RUBBER COMPANY, 


Established in 1896 
CANTON, MASSACHUSETTS 





“Starting load on Our 
ego Crusher Motor 
peg 0 amp. Ordinary Fuses 
; ow... But Now 125 amp. 
usetron Fuses let Motor 
Start and Give Burnout 
Protection, too” 





Experience 15 t 
an old saying—an 


parting knowledge- 


actual experience 
element fuses 
just how these 
his company: 


If on your calls ¥ 
your fuse prospects 
money saving resU 
ordinary fuses wit 
making 4 goo 
fuse business- 


Should you desif 
of ienc 
dual-elemen 
man in your 
ceiving such 
and he is alway 
tron fuses into 
company. 


Bussmann Mfg. 





Let a user sell 


he best teacher accordin 


d reciting th 
others is probably next best as 4 way of im- 


The condensed messag 
of a us 
t tells in the user 
fuses saved 


ou quote 
Its he obtaine 


h Fusetron fuses 
d start towar 


e more specific i 


» MeGraw 


“FYSETRON FUSES 


FUSETRON Fuses for you Save Time and Money 
in Other Ways, too!” 


g to 
e experience © 


e alongside gives the 
er of Fusetron dual- 
*s own words 


time and money for 


Meeka to 
and tell \ the 
d by replacing 
you are 
ds getting more 


nstances 
ROBINSON BRICK 4 





users with Fusetron Mr 
BUSS Fuse- - Meek 
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